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Fire Agents Hold 
Annual Meeting 
At New Orleans 


Officers Emphasize Recognition Of 
Growing Importance Of 
American Local Agent 


GARDNER WON’T RUN AGAIN 


W. E. Harrington Is Next In Line; 
Kansas Wins President’s Cup; 
Membership Decreases 














The National Association of Insur- 
ance Agents’ annual convention, now be- 
ing held at New Orleans, will be cov- 
ered in full detail by a special edition 
of The Eastern Underwriter, which will 
be published tomorrow, Saturday, Octo- 
ber 22, When the ccnvention closes 
tonight it is not expected that President 
Frank L. Gardner, New York State’s 
own man, will have been re-elected as 
chief executive for another year. The 
office is his if he will take it but early 
this week he said he would not accept 
a second term. In the event he does 
turn down the honor, W. Eugene Har- 
ington, chairman of the executive com- 
mittee, and a local agent of Atlanta, Ga., 
is next in line. 

In their reports to the opening ses- 
sion of the convention on Wednesday 
at the Hotel Roosevelt President Gard- 
ner, Mr. Harrington and Secretary- 
Counsel Walter H. Bennett emphasized 
the increasing recognition being given 
to local agents as essential and_ vital 
factors in the business of fire and cas- 
valty insurance. Insurance companies 
are looking with decidedly more favor 
upon local boards and are taking their 
decisions as binding upon the companies 
inmany ways. The National Association 
's well pleased with the growing number 
of states adopting strict qualification 
requirements for new agents. The sys- 
tems put into effect this year by Massa- 
chusetts and Pennsylvania were men- 
tioned as excellent examples. 

Discussion on Advertising 

One of the features of the convention 
was at excellent discussion Wednesday 
aftern on on local agency advertising by 
W. Warren Ellis, of the public relations 
departrnent of the National Board of 

ire Underwriters and W. W. Darrow, 
head of the advertising department of 
the Heme of New York. Mr. Ellis said 
local agency advertising ought to per- 
form at least four functions; namely, 
teduction in selling time and thereby of 
selling cost; increase in agency pres- 
lige; increase in number of clients and 
ability to hold them, and the promotion 
of a svstematic development of promo- 
tonal work. Mr. Darrow suggested to 
the agents the best media for advertis- 

Ing as he had found them. They were: 
daily newspaper space, direct mail so- 
ltitation, distribution of novelties and 
helpful co-operation from the advertis- 
Ing departments of the insurance com- 
Panies. 
£ M. Sparling, of Rochester, N. Y., 
'eporting as chairman of the member- 


(Continued on page 24) 

















PHOENIX 


Assurance Company, Ltd. 
of London 
150 William Street, New York 


A corporation which has stood the test 
of time! 145 years of successful business 
operation. World-wide interests. Abso- 
lute security. 


Excellent Service and Facilities 


PHOENIX 


Indemnity Company 
150 William Street, New York 




















AS ADVERTISED 


The Insurance Company of North America is the oldest American fire and marine 
insurance company, with a 135-year record of obligations promptly and satisfactorily met. 
The dependability of North America protection and North-America service is well known 


to agents and policy-holders and, through national advertising, to the insuring public 
at large. 


INSURANCE COMPANY OF NORTH AMERICA 
PHILADELPHIA 


d th 
INDEMNITY INS. CO. OF NORTH AMERICA 


write practically every form’ of insurance except life 























Clerks Climb Ladders! 


About one-half of the members of our great Home Office” Agency 
once were Home Office clerks. Field work has paid them with financial 
prosperity, mental satisfaction, independence, and the zestful joy of 
service. 


What these Philadelphians did, you can do in your locality. Why 
stay in a rut? Why be chained to a necessarily limited compensation? 
Why not step out and be the master instead of the slave of fortune? 
Vacations are over and Fall and Winter are on their way—the open 
season of success in life underwriting. Consider, decide, start! 


We have Field positions for earnest men and women who have 
ambition, intelligence, and industry. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 


Founded 1847 

















Scheme to Unionize 
Metropolitan’s Staff 
Turns Out a Joke 


Haley Fisks Denies Union’s Charge 
That His Workers Are 
Inadequately Paid 


CALLS PLAN BOLSHEVISTIC 


Personnel Vice-President Explains 
Rating System of Promotion; 
23-Year Veteran Praises Co. 








Officers and employes of the Metro- 
politan Life were inclined to regard as 
a joke the effort this week of the Book- 
keepers, Stenographers and Accountants’ 
Union 12,646 to start an intensified cam- 
paign for wunionizing the 10,000 office 
workers employed by the company. The 
union had been successful somehow or 
other in getting half a column in one 
of the New York dailies which featured 
the fact that the Metropolitan paid its 
women employes as low as $12 a week 
and that every effort was made to keep 
the girls contented except by the pay- 
ment of a living wage. 

A score of organizers, aided by the 
Women’s Trade Union League, and en- 
couraged by social agencies, women’s 
groups and individual women of prom- 
inence, were supposed to start canvass- 
ing the company’s big home office at 1 
Madison avenue, New York, on Monday 
for new members, but when a reporter 
for The Eastern Underwriter arrived 
there at 9:30 that morning not one 
of them could be found. Not even Leon- 
ard Bright, president of the union, could 
be located and it was he who was quoted 
as saying that he was amazed at the 
treatment received by the office work- 
ers from Haley Fiske, president of the 
Metropolitan. 

Favoritism Charge Denied by Fiske 

Mr. Bright charged that favéritism ex- 
isted on the part of subordinate officials 
which perverted all proper reasons for 
advancement and promotion in the serv- 
ice. He said there was overtime work 
without compensation and summary dis- 
missal from the service of the company 
without the employe having recourse to 
appeal. Mr. Fiske came right back at 
him and declared vigorously that there 
was absolutely no truth in the charges 
made by the union. There was no fa- 
voritism, he said, no overtime work ex- 
cept on rare occasions, and no summary 
dismissal from service. 

‘We make every effort to help our 
employes,” he added. “If they show any 
ability and interest at all we assist them 
to get ahead. They have free dental 
and medical care, facilities for social ex- 
pression among themselves, free insur- 
ance and security of position. 

“The charge that we pay numbers of 
our regular employes $12 a week is ab- 
solutely untrue. In some departments, 
I believe, this wage is paid for a week 
or two during the trial period. As soon 

(Continued on page 7) 





Page 2 








October 21, 1927 














A New Way To Arouse Interest 
On First Interview 















































DEFINITE 
LIFE 
INSURANCE REGULAR 
FOOD 
DEPOSIT 
CLOTHING 
ESTATE BOTH PROVIDE FOR YOU AT RETIREMENT AGE RENT 
EDUCATION 
ABILITY 
REAL ESTATE LUXURIES 
STOCKS soups) SAVINGS 
MORTGAGES 
eTc TIME 





Estate Building 


The above chart has assisted in securing a large 
number of good prospects. 


Charts with information regarding its use will be 
gladly furnished to Brokers and Life Insurance Rep- 
resentatives upon request. 


HARRY F. GRAY AGENCY 


CONNECTICUT MUTUAL LIFE INSURANCE CO. 
2780 Woolworth Building 


New York Telephone Whitehall 73:0 


“Larger Applications Written Through Our Organized Service” 
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O!d Guard Are 
Back In Power 


MEMPHIS PROGRAM EXCELLENT 





Election of Myrick, Day and Furey 
Were Outstanding Surprises of 
National Convention 





By Clarence Axman 


The convention of the National Asso- 
ciation of Life Underwriters in Mem- 
phis last week was not only the best 
held in recent years, but it is doubtful if 
it could have been improved upon. For 
hours the addresses ran along a high 
level and there was plenty of contrasts. 

\ remarkable feature was that the 
convention depended almost entirely 
upon insurance men and proved that 
there is plenty of talent in insurance if 
one only knows where to find it. 

Paul F. Clark, manager John Hancock 
Mutual Life in Boston, and his able pro- 
gram committee, certainly made good 
on this job and presented a consum- 
mated program that will give conven- 
tions for years something to shoot at. 

The addresses of M. Albert -Linton, 
vice-president of the Provident Mutual; 
L. A. Mershon, head of the trust divi- 
sion of the American Bankers Associa- 
tion; and others of that caliber gave the 
convention plenty of material to think 
about. The speakers from the smaller 
cities who turned on the emotional fau- 
cet were repaid by cheers; Josh Lee, 
head of the public speaking division of 
the University of Oklahoma, Charles C. 
Gilman and others furnished the laugh- 
ner, 

Producers of great business lent the 
necessary air of showmanship to the 
convention which is needed if a conven- 
tion is to go over with a bang; and 
thrills came when the announcement 
was made that the intrepid Ruth Elder 
was picked up at sea. What more could 
any one ask? ; ; 

That the delegates were satisfied with 
the way things were going was demon- 
strated by the way they stuck to the 
finish, When Darby A. Day of Chi- 
cago, manager of the Union Central Life, 
arose to speak late in the afternoon of 
the second day the place was packed. 
Not many more effective speakers than 
is he. 

The convention all took place under 
one roof which turned out to be a de- 
ciled advantage. ‘The Memphis insur- 
ance men, of whom there are a large 
number, were always on the job and not 
the least interesting of the social features 
wis the barbecue. Then followed a 
dance at a country club. ; 

The daily papers gave considerable 
space to the convention, even as to the 
last day’s proceedings. There were al- 
ways three or four daily paper reporters 
in attendance. 

‘he convention marked the return of 
the Old Guard to power. They lost out 
aiier years of reigning at Kansas City ; 
remained in the background in ‘Atlantic 
City; and came back with a vengeance 
when they elected Furey of Pittsburgh, 
hcad of the executive committee. This 
was a surprise because either Frank L. 
Jones of Indianapolis would naturally 
have been elected chairman of the ex- 
ecutive committee; or George D. Alder 
of Salt Lake City, the retiring president, 
would have gone in. 

However, the Old Guard suddenly 
sprang the surprise of nominating Mr. 
Furey, and delivered enough votes to 
carry out this slate. 

The big electoral surprise of the con- 
vention, however, was that of Julian S. 
Myrick to the presidency and of C. C. 
Day to the first vice-presidency. When 
the convention opened most of those 

(Continued on page 11) 











INSURANCE BROKERS! 





Make the Most of 
Your Opportunities 








You, too, can increase your 
income in the pleasantest and 
most important branch of the 

insurance business 


F you are interested in definite, con- 
sistent growth of your income—here 
is a real opportunity—through the 
Hata AGENCY, EQUITABLE 


You'll earn more by real work, plus ex- 
pert training and personal co-operation 
selling “Life,” than in any other branch 
of the insurance business. “Life” pays 
generously the life insurance salesman 
who is a trained expert. 


That’s just what we offer you—expert 
training that will improve your natural 
gifts and boost your income. Through 
the *RIEHLE AGENCY you may attend 
the Equitable Home Office School. Cor- 
respondence training is available for 
those unable to take the regular course. 
Graduates of the school do 44% more 
business without insuring more people. 
They know how to sell. 


What others are doing you can do. A 
number of general insurance brokers, all 
of them graduates of the school, now do- 
ing business with our organization, PAID 
OVER $500,000 BUSINESS, EACH, IN 
THE FIRST SIX MONTHS OF THIS 
YEAR. Others are approaching this 
figure. : 5 


Drop in and we'll talk it over—or write 
or phone for our interesting booklet 
“HOW TO START SELLING.” Decide 


to act RIGHT NOW. Get the facts 
TODAY. 


*JOHN M. RIEHLE, Manager 


“THEODORE M. RIEHLE, 
Associate Manager 
The 
The Equitable Life Assurance Society 
of the U. S. 
Suite 1103-1106, Pennsylvania Building 
225 West 34th Street, New York City 
Telephone Exchange: Lackawanna 7150 











“Sincere in every word and action” 
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Tribute to Kavanagh 
On 30th Anniversary 


GROUP DRIVE IN HIS HONOR 





Arriving From Europe, Metropolitan 
Life Executive Finds Walls of His 
Office Decorated With “Apps” 





When J. E. Kavanagh, second vice- 
president of the Metropolitan Life in 
charge of group business, entered his 
private office Monday morning, fresh 
from a six weeks’ business trip to Eu- 
rope, he found the walls of it completely 
decorated by applications for group in- 
surance from almost every part of the 
country. It was the result of the first 
two weeks of a campaign which is being 
staged quietly this month in honor of 





JAMES E. KAVANAGH 


Mr. Kavanagh’s thirtieth anniversary 
with the company. 

He was dumbfounded by this ava- 
lanche of fresh business since he had 
been kept completely in the dark about 
it while away. Every application was 
suitably marked with the inscription, 
“1897-1927 Kavanagh Month,” and the 
group field force had been kept advised 
regularly of the progress being made. 
It was explained to Mr. Kavanagh that 
no particular goal had been set. Fur- 
thermore, that no high pressure methods 
for securing business were being used. 


Entire Career With Metropolitan 


Mr. Kavanagh is considered one of the 
greatest salesmen in America and at the 
same time is a man of the finest execu- 
tive talent. His entire insurance career 
has been spent with the Metropolitan, 
serving successively as agent, assistant 
manager, manager and then superin- 
tendent of agencies for Canadian terri- 
tory. Jumping into the executive ranks 
of the company as fourth vice-president 
about ten years ago he has risen 
rapidly to the position of second vioe- 
president in charge of group business. 

At the present time he is vitally inter- 
ested in developing young men, many 
of them famous when little more than 
boys, whom he is helping in their busi- 
ness careers as members of the Metro- 
politan Life’s group department. In 
brief, he is the boss of some of the 
best known young men in America, in- 
cluding such personalities as Elmer Oli- 
phant, the West Point football star. An- 
other interesting young man under his 
direction is Haley Fiske, !.., son of the 
president of the company. Mr. Fiske 
placed the enormous total of more than 
$35,000,000 of group insurance in 1924, 
and aside from his personal ability, has 
a staff of group supervisors which has 
led all other territories in number of 
group cases and amount of group insur- 


ance closed. 
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Life Presidents To 
Meet In New York 


WILL MEET AT HOTEL ASTOR 





Elaborate Program Arranged for Two 
Day Conference To Be Held 
Dec. 8-9 





Present-day pioneers of business, edu- 
cation and government are coming from 
every section of the country to discuss 
“America’s New Economic Frontiers” at 
the twenty-first annual convention of the 
Association of Life Insurance Presidents. 
The preliminary announcement of speak- 


ers and topics for the convention, just ° 


issued, reflects the nation-wide character 
of the program. 

From the field of education will come 
President W. H. P. Faunce, of Brown 
University, Providence, and President 
Rk. B. von KleinSmid, of the University 
of Southern California, Los Angeles. 


United States Senator Walter F. 
George, of Georgia, President’ Albert S. 
Caldwell of the National. Convention of 
Insurance Commissioners, Terinessee, 
and Superintendent of Insurance James 
A. Beha, of New York, will discuss gov- 
ernmental frontiers. 

Business pioneers appearing on the 
program come from the fields of bank- 
ing, railroads and public utilities, as well 
as life insurance. Banking will be rep- 
resented by President Edward W. 
Decker, of the Northwestern National 
Bank of Minneapolis. 

Transportation frontiers and _ their 
close relation to life insurance will be 
discussed by President Fred W. Sar- 
gent, of the Chicago & North West- 
ern Railway Company. 

Public utilities, which have grown so 
greatly in importance to the public, and 
also to insurance policyholders because 
of the increasing investments of life in- 
surance companies in that field, will be 
represented by Matthew S. Sloan, pres- 
ident of the Brooklyn Edison Comnany. 

Life insurance frontiers will be dis- 
cussed by a group of insurance execu- 
tives, headed by President Darwin P. 
Kingsley, of the New York Life, who 
will speak on “Life Insurance the 
Great Pioneer.” 

The convention will be held at the 
Hotel Astor, New York, on Thursday 
and Friday, December 8 and 9. 

President Archibald A. Welch, of the 
Phoenix Mutual Life, will be chair- 
man, 

There will be two sessions each day, 
mornings at 10 o’clock and afternoons 
at 2:30 o’clock. The convention will con- 
vene the latter part of Insurance Week, 
which is expected to reach its former 
height of general interest and impor- 
tance with the return of the National 
Convention of Insurance Commissioners 
after an absence of two years. 

Other bodies meeting in New York 
that week include the Association of 
Life Insurance Counsel and the Insur- 
ance Federation of America. 

Among other speakers noted on the 
Preliminary announcement, will be 

entry Abels, vice-president Franklin 
Life, Springfield, Ill.; Chandler Bullock, 
President, State Mutual Life, Worcester, 
Mass. ; Frank H. Davis, vice-president 
Equitable Life Assurance Society; John 

. Gore, vice-president and actuary, The 
Prudential; Leroy A. Lincoln, general 
Counsel, Metropolitan Life; and James 
Lee Loomis, pres‘dent, Connecticut Mu- 
tual, Hartford, Conn. 





LEADS IN PRODUCTION 
yes Griffin, of the A. C. Pfaff Agency 
in Chicago led all agents of the Equi- 
table Life of Iowa in personal produc- 
tion for the month of September. Mr. 
Griffin’s paid-for total was $250,000. 
ther leading agents for the month 
Were: J. H. Philbin, New York City; 
E. G. Bisch, Dayton; J. E. Polka, Chi- 
ago, and B. M. Blose, Pittsburgh. 


























FRASER FACTS! 


ECONOMIC LIFE POLICIES 


A new phrase to describe new policy 
contracts. These contracts are lim- 
ited premium policies. All premiums 
payable during a man’s earning 
years, and completely paid-up at 
about the time he loses his earning’ 
capacity. 


LOW PREMIUMS — 

Only a few cents higher than 
straight life. 
CASH VALUES — 

Higher than straight life. 


GUARANTEED PAID-UP DATE 
Answers the objection to 20 Pay- 
ment Life because of low rate. 


Answers the objection to straight 
life, by having a definite paid-up date. 


Statistics show that more than one- 

half of those who buy Life Insurance 

between the ages 20 and 40 are still 

living at age 70. These new policies - 
furnish the maximum of insurance 

protection during a man’s earning 

years, and full protection without 

any burden thereafter. 


Ask us for rates and details regard- 
ing our new 


LIFE PAID-UP AT 65 
LIFE PAID-UP AT 70 


For Further Information call 
THE FRASER AGENCY 


of the 


Connecticut Mutual 


Life Insurance Company 
of Hartford 





MAIN OFFICE 
No. 149 Broadway 
Telephone - - ‘a - Hanover 0540 





























Amer. Life Convention 
To Convene at Dallas 


WILL HAVE VARIED PROGRAM 





Pres. Woollen and Secretary Claris 
Adams to Tell of New Financial 
Section at Press Luncheon 





Delegates and other visitors attend- 
ing the annual meeting of the Ameri- 
can Life Convention and its legal sec- 
tion to be held in Dallas, Tex., Octo- 
ber 24-28 inclusive, will find that the 
local entertainment committee headed 
by Harry L. Seay, president of the 
Southland Life of Dallas, has prepared 
a diversified program of amusements. 
The Bar Association of Dallas has ar- 
ranged to entertain the legal section of 


the American Life Convention at lunch- 
eon on Monday, while on Monday night 
the Texas life insurance companies will 
give a dinner at the Dallas Country Club. 

On Tuesday night the attorneys and 
executives of companies attending the 
main convention meeting which opens 
on October 26 will be invited to a stag 
dinner at Brook Hollow Country Club. 
On Wednesday a dinner-dance will be 
given at the Baker Hotel. 

Reception Committee 

The committee in charge of the re- 
ception and entertainment of the visitors 
to the American Life Convention meet- 
ings will be composed of one man from 
each company in Texas. 

The following are the members of the 
committee: Graham Dowdell, president 
of the Alamo Life of San Antonio, and 
also president of the Texas Life Con- 
vention; James Cravens, president of the 
American Provident Life, Houston, 
Texas; A. C. Bigger, president Ameri- 
can Life Reinsurance Company, Dallas; 
A. R. Wilson, president Amicable Life, 
Waco; J. H. Kempner, president First 
Texas Prudential, Galveston; Layden L. 
Stroud, agency manager, Harvester Life, 
Dallas; E. P. Greenwood, president 
Great Southern Life, Houston; H. M. 
Hargrove, president San Jacinto Life, 
Beaumont, Texas; Burke Baker, president 
Seaboard Life, Houston; Tom Poynor, 
vice-president Southern Union Life, 
Fort Worth, Texas; T. W. Vardell, 
president Southwestern Life, Dallas; S. 
H. Weatherford, secretary State Re- 
serve Life, Fort Worth, Texas; Charles 
I. Francis, president National Security 
Life, Wichita Falls; John D. Mayfield, 
president Texas Life, Waco; A. H. 
Rodes, -president Two Republics Life, 
Dallas; D. Easley Waggoner, vice-presi- 
dent United Fidelity Life, Dallas; 
Fields Euless, president Universal Life 
and Accident Company, Dallas, and J. 
M. Shannon, president, Western Re- 
serve Life, San Angelo. 

But one slight change has been made 
in the business program for the annual 
meeting of the American Life Conven- 
tion from the tentative program which 
was made public a few weeks ago. It 
is simply a rearrangement of the order 
made for the convenience of the gen- 
tlemen who have consented to address 
the gathering ; 

Among the principal speakers will be 
William Montgomery, president of the 
Acacia Mutual Life Association, Wash- 
ington, D. C., who will address the morn- 
ing session on October 27, and P. M. 
Estes, general counsel of the Life & 
Casualty of Nashville, Tenn., who will 
speak at the afternoon meeting on Oc- 
tober 26. 

Luncheon to the Press 

President H. M: Woolen and Secre- 
tary Claris Adams of the American Life 
Convention, have arranged for a “get- 
acquainted” luncheon for the press rep- 
resentatives who will cover the annual 
meetings of the Conventicn and its legal 
section in Dallas, Texas, on October 24- 
28. The luncheon will be held at the 
Baker Hotel on Monday, October 24, and 
is intended primarily to ascertain from 


(Continued on page 13) 
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Rules Nat’! Banks 
May Now Insure 


Valued Officers 


PROHIBITED UNDER OLD LAW 





Corporation Securing Policy Must 
Prove Insurable Interest in 
Life of Employe 





A new ruling with regard to the rights 
of National Banks to insure officers of 
the bank in favor of the corporation has 
just been made by J. S. McIntosh, comp- 
troller of the currency. This was pro- 
hibited under the old ruling. The new 
ruling makes it possible for national 
banks to protect themselves by insuring 
their important officers or employes as 
other corporations are allowed to do. The 
ruling is ‘as follows: 


“Memorandum Concerning the Right of 
a National Banking Association to 
Insure the Lives of Officers for 
the Benefit of the Bank 


“1, There have been presented to the 
comptroller of the currency several in- 
quiries from national banks as_ to 
whether a national bank may take out 
insurance upon the life of an officer for 
the sole benefit of the bank. In view of 
recent court decisions bearing on this 
form of life insurance upon corporations 
in general, I submitted the question to 
counsel with instructions to re-examine 
the legal basis of the old office position. 

“2. I am advised by counsel that there 
is no provision in the national banking 
laws which prohibits a national bank 
from taking out insurance on the life 
of an officer of such bank where the 
bank possesses a definite insurable inter- 
est in the life of such officer, but that 
the question of what constitutes an in- 
surable interest is a question of fact in 
each case and is confined within very 
narrow limits. Counsel also advises that 
insurable interest, as set forth in the 
ccurt decisions, may be summarized as 
follows: 


“*To sustain an insurable contract 
of this character it must appear that 
the corporation securing the policy 
has a real concern in the life of the 
party named, whose death would be 
the cause of a substantial loss to the 
business and this does not follow 
ordinary services, but arises where 
the success of the business is de- 
pendent upon the continued life of 
the party named.’ 


“3. Counsel further advises that when 
contracts of insurance are entered into 
where the bank has no insurable interest 
in the life insured, such contracts are 
void as opposed to public policy and the 
act of the board of directors authorizing 
the making of such contract would be 
ultra vires. 

“4. In view of the foregoing it is my 
position that I do not encourage national 
banks to enter into such contracts of in- 
surance, but that where a national bank 
has a definite insurable interest in a par- 
ticular officer, as heretofore set forth, 
and such national bank does, in the dis- 
cretion of its board of directors, insure 
the life of such officer for the sole 
benefit of the bank, this office will not 
raise objection thereto, provided such in- 
surance is confined to purely protective 
insurance, namely, ‘straight,’ or ‘ordinary’ 
life and ‘term’ insurance and not ‘en- 
cowment,’ etc. In all such cases the 
comptroller of the currency reserves the 
right to inquire into the degree of in- 
surable interest, etc.” 


Ruling Explained 


Under date of October 10, the follow- 
ing letter from Charles W. Collins, at- 
torney-at-law, Washington, D. C., with 
regard to this ruling, has been received 


by Julian S. Myrick, of Ives & Myrick, 
Mutual Life of New York, and Thomas 
P. Morgan, Jr. 

“Here is the ruling on corporation in- 
surance for national banks signed by the 
comptroller today. You will observe 
that the insurance policy is not limited 
to the term of employment of the officer 
or employe. 

“The comptroller has reserved the right 
to inquire into any particular policy, but 
he has that discretion under the law 
anyway. 

“The discretion is left to the board of 
directors of the particular bank. No 
application will have to be made to the 
comproller in order to authorize the bank 
to take out the insurance. The policy 
will be placed in the bank as an asset 
and will be subject to examination by the 
national bank examiner in the same man- 
ner as all other assets of the bank are 
subject to examination. Unless the ex- 
aminer finds some very unusual feature 
or circumstance in connection with the 
policy, he will not mention the policy in 
his general report on the bank to the 
comptroller.” 





MADE AGENCY MANAGER 

C. I. Hart, district manager at Sioux 
City, has been made agency manager 
for the Equitable Life of Iowa at Oma- 
ha. Mr. Hart has been a representa- 
tive of the company for the past eight 
years. He is a graduate of Morningside 
College and entered the life insurance 
business as an agent for the Equitable 
Life of Iowa at Sioux City in 1919. Hugh 
E. Wallace, formerly agency manager, 
has been made district manager and will 
devote his entire time to personal so- 
licitation. 





Gaius W. Diggs, of Diggs & Cary, 
general agents at Richmond, for the 
Penn Mutual, has been elected a vice- 
president of the Morris Plan Bank of 
Richmond. He has been a director of 
the bank for several years. 





Massachusetts Mutual 


THE VERDICT 


Your success as an underwriter depends upon the verdict brought in 
by the greatest jury in the world—the American public. For seventy-six 
years the Massachusetts Mutual has been building up a nation-wide 
reputation. Its friends are everywhere and are ever ready to testify to 
the efficient service that it always renders. 
to buy from and none better to represent in the Field. 


JOSEPH C. BEHAN, Superintendent of Agencies 


Life Insurance Company 
Springfield, Massachusetts 


More than a Billion and a Half of insurance in force 


There is no better company 














Travelers Training 
School Is Extended 

NEW CLASS AT JOHN STREET 

C. T. Boyd, Assistant Manager, Will 


Have Charge of Course; Includes 
Life, Accident and Group 








The training school of The Travelers 
will be extended to all new full-time 
agents of the Travelers’ branch office 
at 55 John street, New York City, be- 
ginning Monday, October 24. The classes 
will be in charge of Charles T. Boyd, 
assistant manager at 55 John street. 

The course which will include life, ac- 
cident and group insurance, with special 
instruction on automobile, burglary, plate 
glass and fire insurance lines, will last 
ten weeks. A class room will be estab- 
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John Hancock made the 


Signature Famous 
by signing the 
Declaration of Independence. 





This Signature has been made 
a household word by the 
John Hancock Mutual Life. 


A Life or Endowment 
Life Insurance Policy 
is the Policyholder’s 

Declaration of 
Independence. 





LIFE: INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 


























lished at the branch office, and an hour 

will be spent in class room work each 

day by the new full-time agents, with the 

rest of the day devoted to selling. 
First Field School 

The establishment of this training 
school in New York City will be an 
elaboration of the Travelers instruction 
courses which have been maintained at 
the home office in Hartford for twenty- 
five years, and which have been open 
in various forms to its salaried staff. 
This will be the first time, however, 
that The Travelers has established a 
school in the field for its agents. 

Mr. Boyd has been connected with The 
Travelers since 1919, first as special agent 
in Montreal. He has served at Halifax 
as manager and at Toronto and Chicago 
as associate manager. As a result of his 
experience in these various capacities 
with The Travelers, he is regarded by 
the home office as thoroughly versed 
in the fundamentals of its training school 
instruction, 

It is expected that in time the facili- 
ties of the training school at 55 John 
street will be extended to all new full- 
time agents of The Travelers in New 
York City. Work in the class room will 
be patterned after the field guide course 
which is offered to new agents through- 
out the company’s branch offices. 


TWO MORE MANAGERS’ SCHOOLS 








Research Bureau Completes Plans for 
Detroit, November 7-10; and Cleve- 
land, November 29-December 2 
Final plans are being completed by 
the Life Insurance Sales Research Bu- 
reau for its two newest manager’ 
schools at Detroit and Cleveland. The 
Detroit School will be held from No- 
vember 7 to 10 inclusive, in co-operation 
with the Life Managers’ Association of 
Deiroit of which Robert Campbell, man- 
ager for the Manufacturers, is president 
and Rockward S. Edwards, co-generdl 
agent for the Aetna, is secretary. For 
ty-eight managers, general agents, af 
supervisors, representing eighteen com 
panies, have enrolled which nearly fill 

the school. 

This is the fourth school to be com 
ducted by John Marshall Holcombe, Jt 
and his associates. The first was held a 
Chicago in April, the second at Phila 
delphia in September, and the third, a 
Memphis, has just been completed. The 
curriculum of each school covers tht 
main problems in agency building 4 
they have been observed and studied by 
Mr. Holcombe and other members of tht 
bureau staff. 

The school at Cleveland, scheduled fot 
November 29 to December 2Z, is to 
given with the co-operation of the mat 
agers’ and supervisors’ section of tht 
Cleveland Life Underwriters. 
group, through M. L.’ Hoffman, exect 
tive secretary of the Cleveland Ass 
ciation, has already made twenty-fot! 
reservations for the school to be held 
in their city. 
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HITS THREE-QUARTER 











This is a gain of $50,000,000 for the first six months 


The total as of June 30, 1927, is nearly four times 
as great as the total at the end of 1918. 
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BANKERS LIFE COMPANY 


GERARD S. NOLLEN, President 


The Bankers Life Company total of legal reserve 
life insurance in force on June 30, 1927, was 


Des Moines, Iowa 








the Churches of 


Dayton- 


lawmakers in 


Education should be 


S. S. Roberts of Pittsburgh, the only 
woman on the program. 

“So listen,” was her advice. 
hear it all. 


“You'll 
She will have very definite 
plans, hopes, desires. All women have. 
Business women, especially, look forward 
either with dread or comfort to the time 
when she can rest, let her poor back- 
bone have its sayso. Listen, but don’t 
break the silence by telling her what to 
do. Tell her how she can make her 
dreams come true through life insur- 
ance.” 

As to silence, Gustav C. Wuerth, of 
New York, a million dollar salesman, 
suggested more of it for most men 
agents. 

Bridegrooms of the future may have 
to arm themselves with an insurance 
policy before seeking the preacher. 

Trust Man’s Talk 


A certificate for at least $500 worth 
would precede even the license if Leroy 








THE HOME LIFE 
A COMPANY OF OPPORTUNITIES 


In a recent letter to the Agency Force, Ethelbert Ide 
Low, President of this Company, said: 


“I am ambitious that this Company shall not only give 
to its policyholders the ultimate in life insurance ser- 
vice, but that it shall be a good Company to work for. 
I want it to offer to the men and women associated 
with it the widest scope for the exercise and develop- 
ment of their abilities and the opportunity to go just 
as far as those abilities and their ambition will carry 


JAMES A. FULTON 
Supt. of Agents 


HOME LIFE INSURANCE COMPANY 
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Life Convention As 
Seen By A Reporter 
HIS CLEVER SIZE-UP OF SESSION BILLION MARK 
Memphis Newspaper Man Breaks Rec- 
ord by Sitting Entirely Through 
Proceedings Without Leaving Seat 
Charies Richards, a reporter for the $766,000,000. 
Memphis “Commercial-Appeal,’ has the 
distinction of making a reporter's rec- 
ord. So far as is known he is the only of the year. 
daily newspaper man im recent msurance 
convention history who has ever sat 
- through an entire day’s proceedings. Mr. 
Richards did this in Memphis on Friday 
of last week. Heretofore, reporters have 
come into an insurance convention with 
a worried look, wondering whether or not 
m the half hour they had assigned to 
cover the event they could grab enough 
material for a headline and a story and Established 1879 
then yet to the next event on their sched- 
“——~ Biule in time. This next event would be —_ 
hour anything from a wedding to a dog fight. ee 2 
each And it is to Richards’ credit that he ance men for co-operation in getting en- 
h the [M wrote a most unique story. He gave a ‘“owment policies for private colleges 
r, bird’s-eye view of what happened and it and schools, Dr. Alfred Williams An- 
is reproduced herewith so life under- thony, chairman of the committee on 
aining IB writers can learn exactly what an ob- financial and fiduciary matters of the 
ye an servant, non-biased outsider saw in their Federal Council of | 
action I mectings and how he was impressed. The Christ in America, said: 
ed at story written by Richards follows: “If ever a state has proved that edu- 
venty- , f d oo cation should be taken out of the hands 
open Pogue OF ‘Women sue curse OF Ly: of legislatures it 30 Tegueemse, 
staff, fe tonism, feminine dreams and a new sug- ism has become a by-word in Europe, 
wever, gestion for marriage laws, spinsters, Cescribing misrule of 
hed aff babies and millionaires, could-yous, how- School affairs. 
I-dids and the community chest in- I have been to schools, colleges and 
h The spired eloquence yesterday in the clos- theological seminary, and never did, ‘ 
agent Meo 6.04 F ms Nati cS aathor read a book as a student that the prin- 
falifax Ue Sessions of the National Association ciple of evolution was not set forth on 
P of Life Underwriters. it did net he id f 
hicagl “An eminent churchman declared him- ‘V°TY, Page. +t die not harm my ideas o 
of his cg ¢ tere d Presid ij the almighty plan. 
vacities S Mori o aak Shia v k Woke <9 Pie ae free from state’s policies and the state’s 
fed by a yrick of New York, made his first pocketbook.” 
versed One speaker urged insurance as the Women 
school hope of institutions of charity, another Women love to talk, admitted Miss 
.. Meaverred that insurance will surely wipe 
an all such from the earth. 
w full- Arkansas Wins 
1 New Four crack young salesmen paraded 
om will their plans and personalities, another 
course launched the disturbing query: “Could 
rough: your wife live on $4,000 a year?” 
Altogether the program focused tal- 
ent from many far corners, but an Ar- 
LOOLS B kansas chap from Little Rock stepped 
. Macross the river and took the laurels 
ans for away. 
“leve- He did not speak any news. He ap- 
p 2 peared at the ragged end of the three- 
ted by day meet, and there was nothing left but 
ch Bu- Einstein’s theory to tell about. His sub- 
snagers fm ect was “A Major Aid to Selling,” and 
1. Them tlling had been covered from pencils 
sm No- fy and playthings for prospects to estate 
yeration engineering. 
tion off 5° Charlie T. Evans forgot that, and 
il, man- told of the whimsies and stories he 
resident  NOws best, life in the delta land. He 
-cenera fm ‘ld of contracts made, chance friends, 
» For- ambitic ns awakened, of striving, of 
its, and white-haired parents and of joy. He 
.n com fe S228 songs as if he were listening to <a 
rly fills the darkies across the field, started to them. 
j sit down. Then he recollected and 
be con added : O dd ‘ 
nbe, Jf After all, friendship, folks, is the n agency matters address: 
held af ™4or aid to selling—and living and 
t Phila fe Ovng.” 
third, at The hundreds of insurance men roused 
ed. TheMm “emscives, stood, shouted cheers and 
vers thef™ ured upon him. He slipped out and 
ding afm ited the laurels away. 
idied by Edward J. McCormack of Memphis, 
rs of the fm "OMinated for first vice-president, de- 
clined the office, and C. C. Day of Okla- 
Juled for oma City, substituted, was unanimously 
5 to bem cected along with Chester O. Fischer of 
he mat-fm >t Louis, vice-president; W. W. Winne 
of the of Denver, second vice-president; John 
Thi»; McCay, Vancouver, third vice-presi- 











dent . 







: exect i J. Elton Bragg, Philadelphia, sec- 
a Asso retary, and Charles F. Foehl, New York 
nty-fout ity, treasurer. 

be held Evolution Crops Up 











. On evolution, a subject which cropped 
P while he made an appeal to insur- 














256 Broadway, New York 


A. Mershon, secretary of the trust com- 
pany division of the American Bankers’ 
Association, had his way. 

“I hope to see an insurance policy and 
certificate of sound health required by 
marriage license clerks. Then much pov- 
erty would be eliminated and alms- 
houses wiped from the world,” he said. 

The experience Memphis is having 
with her community chest venture is the 
same as other cities all over the coun- 
try are suffering, Dr. Anthony declared, 
and laid it to the waning of community 
consciousness with the fading of war 
memories. 

All-Stars Tell How 

A quartet of “all-star” salesmen, lead- 
ers of the team of million-dollar men, 
turned out to be clean-cut young fel- 
lows with four entirely different sets of 
personality, plans and punch. 

M. J. Donnelly, Newcastle, Pa., who 
sold $3,400,000 worth of ordinary insur- 
ance last year, told how he did it so 
modestly and smilingly that many did 
not hear him. 

James A. Whitmore of Hartford, 
Conn., had blue eyes, yellow gleams in 
his hair and the line of an inspirational 
orator. He uses sentiment. 

Robert J. Williams, now of Cincin- 
nati, but still an Englishman with a 
mustache, quick blue-gray eyes and all, 
doan’t ya knaow, advised human inter- 
est stories and proceeded to prove their 
effectiveness by nearly bringing a second 
embarrassing downpour of tears upon 
the convention. 

Ralph G. Engelsman of New York 
told how he sold business policies. 

A public session of the convention at 
the Auditorium last night heard William 
E. Bilheimer of Des Moines, Iowa, im- 
press the lesson of thrift. 

And the 1,175 delegates started home, 
many on special coaches from what Guy 
MacLaughlin, vice-president of the new 
college, called the best convention in the 
association’s history. 





GROUP COMMITTEE APPOINTED 





Insurance Commissioner Beha Names 
Four Company Officials To Prepare 
Schedule for Allocation of Expenses 
Steps looking toward the standardized 

allocation of expenses in connection 

with Group insurance were taken last 

Thursday at a conference of company 

representatives called by the Insurance 

Department. The meeting was attended 

by officials of about nine companies. 

The subject of expense allocation has 
been one of the storm centers in group 
insurance for some time, and it was 
thought that a conference of group of- 
ficials at which an interchange of opin- 
ions could be invited, would prove mu- 
tually helpful and that some semblance 
of order might be brought out of the 
existing chaos. 

For some time past there has been a 
good deal of discussion concerning the 
difference in the proportion of total ex- 
penses charged to group insurance by 
the various companies, as shown by 
their annual statements to the depart- 
ment. 

At the meeting Thursday these dif- 
ferences were debated pro and con and 
the insurance commissioner, after listen- 
ing to the arguments presented, appoint- 
ed a committee to prepare a form or 
supplementary schedule which is to be 
used by the companies in detailing their 
group expenses up to and including De- 
cember 31, 1927. The following execu- 
tives were named: B. D. Flynn, Trav- 
elers; E. E. Cammack, Aetna Life; 
James F. Little, The Prudential, and 
Mervyn Davis, Equitable Life Assur- 
ance Society. 


JOINS CEDAR RAPIDS LIFE 
The Cedar Rapids Life have an- 
nounced the appointment of Clarence C. 
Davis as manager of the company’s home 
office agency. .Mr. Davis has been as- 





sociated with the life insurance business 
for a number of years and has had a 
varied experience in agency work. 
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Resolutions Adopted 
At Memphis Convention 


FEAR OF BANKS IS_ IMPLIED 





Growing Tendency of Financial Institu- 
tions to Set Up Insurance Depart- 
ments Is Deplored 





The National Association of Life Un- 
derwriters adopted resolutions with more 
punch than ordinarily at the Memphis 
convention. Several things were on the 
nerves of the convention managers. 


One of them was the fear that the 
banking interests would invade a wider 
field in life insurance production than 
they have heretofore done, as has been 
happening in California where the Bank 
of Italy has entered the life insurance 
business. 

Another was resentment over cer- 
tain agency officers coming to the con- 
vention and offering positions to agents 
and others attending the convention. 

A third was a desire to express in 
some way appreciation of certain phases 
of Colonel Taggart’s administration of 
the licensing laws of Pennsylvania, al- 
though the convention did not go the 
whole way in endorsing the new Tag- 
gart licensing scheme. 

Another vital issue was non-resident 
agency laws. Here the fire and life 
agents are split. The fire agents believe 
in resident agency laws. The life men 
don’t. 


Resolutions 


The resolutions passed by the Na- 
tional Association of Life Underwriters 
convention in part follow: 


Appreciation of Company Co-operation 


The National Association of Life Un- 
derwriters in executive committee as- 
sembled records its high appreciation of 
the uniform co-operation it has con- 
stantly received from the executive of- 
ficers of our life insurance companies 
and extends to all such a hearty wel- 
come to be present at the annual con- 
ventions of the National Association. 

It has been, however, brought to the 
attention of the executive committee 
that some few agency officers have fol- 
lowed the practice of using the conven- 
tion as an occasion for approaching and 
negotiating with the agents of other 
companies in attendance on the conven- 
tion for changes in company connection. 

We respectfully suggest that the few 
companies involved instruct their agency 
officers to refrain from this practice in 
future as contrary to the spirit and pur- 
pose of the Association and of the eth- 
ics of good business. 

Whereas, in certain parts of our na- 
tion, there is a growing tendency on the 
part of financial institutions to set up 
life insurance departments to directly 
write life insurance or to endeavor to 
participate, directly or indirectly, in the 
financial emoluments accruing from the 
writing of life insurance, and 

Whereas, said practice is deemed to 
be economically unsound and_ unscien- 
tific, and to strike at the very founda- 
tion of the social and economic theories 
and functions of life insurance, and to 
ignore the interest and violate the con- 
fidence of life insurance policyholders in- 
sured under such a system; 

Therefore, be it resolved by the Na- 
tional Association of Life Underwriters 
in convention assembled that it is detri- 
mental to the best interests of the life 


insurance business and all connected 
therewith further to extend company 
representation by financial institutions 


or individuals connected therewith who 
are in a position to influence life in- 
surance by exerting the power of credit 
or by the use of information confiden- 
tially acquired through deposits or 
loans or otherwise, or when the earnings 
of such insurance departments or indi- 
viduals accrue directly or indirectly to 
such institutions. 
Round Table Meet 

At the meeting of the Million Dollar 





Round Table Convention held yesterday 
at noon a resolution was proposed and 
unanimously adopted that the members 
present endorse and recommend for ap- 
proval the idea ot every member mak- 
ing immediate application for accredited 
National Association Underwriters with 
the ultsmate end of acquiring the de- 
gree of Chartered Life Underwriter with 
the further request that the resolution 
be read before the convention proper. 

Resolved: That the executive commit- 
tee of the National Association of Life 
Underwriters express their approval ot 
the purpose of the insurance commis- 
sioner of Pennsylvania, in endeavoring 
to eliminate from life underwriting un- 
worthy, untrained and casual members. 

We express our particular approval of 
those paragraphs in the official form of 
application for a license reading: 

“An applicant for a license to sell in- 
surance must appreciate the ethics of his 
intended profession, and will be expected 
to measure up to a full ‘standard of 
integrity, honesty and fair dealing, not 
alone to the company he represents, but 
to the public he deals with, and any 
breach of this trust or standard will be 
deemed cause for the revocation of his 
license.” 

“By reason of the character of the 
contract sold and in many cases the 
confidence the company must impose in 
its agents, a strict adherence by agents 
must be expected, to the end that the 
business may grow in the public’s con- 
fidence and attain and maintain the dig- 
nified position in the business world it 
has a right to occupy by reason of its 
incalculable importance and benefit to 
business and humanity. 

“It is considered the day has passed 
when the company hands the agent a 
rate-book or supplies and turns him 
loose to make trouble for himself, the 
company, the public and this depart- 
ment. No other life work of so serious 
and far-reaching importance is thus 
undertaken, and insurance can no longer 
pay the price for such type of agents, 
and the cost of the turn-over resulting 
from ill-prepared agents quitting either 
in disgust or disgrace. Such agents 
cost money, and the cost is reflected in 
the insurance rate, which must be kept 
as low and reasonable as possible.” 





NEW MEMBERS ELECTED 





Great Southern Life, Houston, Tex., and 
Missouri State Life Join American 
Life Convention 
Two important life companies have 
joined the American Life Convention, 
making the total membership of the con- 
vention 142. Its membership is com- 
posed of American and Canadian life 

companies. 

The new members are the Great 

Southern Life of Houston, Tex., and the 
Missouri State Life of St. Louis, Mo. 
The Missouri State Life which was or- 
ganized in 1892, now has approximately 
$723,000,000 of insurance in force and 
is the nineteenth largest life insurance 
company in the world. 
_ The Great Southern Life was formed 
in 1909 and closed 1926 with $162,828,- 
934 of insurance in force and assets of 
$19,990,934. It paid for $52,362,779 of 
business in 1926, 

-. F. Greenwood is president of the 
Great Southern Life while the Missouri 


State Life is headed by M. E. Sin- 
gleton. 


SHEPARD MONTH 


Interest is running high in the ob- 
servance of “Shepard Month” which has 
become a permanent institution among 
the activities of the Lincoln National 
Life. October is the birth month of 
Vice-President and manager of agencies 
Walter T. Shepard, and the spirit of en- 
thusiasm has developed among the field 
men and women in their efforts to write 
a record total of business in honor of 
their leader. 
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NYLIC INCENTIVES and AIDS TO SUCCESS 


» 


They Talk the Same 
Language 


Nothing contributes more to the development 

of efficiency in any organization which appeals 
to the public, than a clear understanding between 
representatives in the field and Home Office 
Executives. 
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In a life insurance company, the Home Office 
must know the agent’s problems, if they are 
to be dealt with fairly and effectively. 
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Nylic Agents have no difficulty in making their 
field problems understood at the Home Office. 
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And this is not strange; for the majority of the 

Executive Officers, including the President, 
have had practical experience in field and Branch 
Office work. 
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So they “talk the same language’”’— field men 

and executives alike. And you don’t hear 
Nylic Agents saying, “Our officers can’t get the 
agent’s point of view because they have never had 
field experience.” 
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Common experience begets mutual under- 
standing which in turn begets confidence; and 
confidence begets strength. 
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There is probably no life insurance company 

between whose Field and Home Office there 
exists a more frank and cordial relationship, due 
largely, no doubt, to this 
sympathetic bond of com- 
mon experience. 
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“Is it any wonderthat, meas. 
ured by usual standards, 
Nylic agents are indust-. 





ad 
a 
= ee 
7 r 
B So3 
wade 













we arene sree 


+ PRS ee TL: 4 7 
ee ae LIAL LA GES xs 















WATATOVOVAIOTARTATAWY 









4 

LA i Ns 

5 riuos, persistent, satis- FAaai2 i ann a Z 

PS fied and happy?” yovua wees PSs 

Zz Er on 

, fe eaten ‘ee 6) 
rat A 














BY 











——, 





New Home Office Building now being 
erected on the site of the famous 
old Madison Square Garden 


NEW YORK LIFE INSURANCE COMPANY 


346 BROADWAY, NEW YORK 


DARWIN P. KINGSLEY, President 
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Insurance Course At 
Newark Y. M. C. A. 


THERE WILL BE 32 SESSIONS 
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Horace H. Wilson, Assistant Manager, 
Wilson Agency, N. Y., For Equitable 
Life Society, Chief Instructor 
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An insurance course in the “Princi- 
ples, !’olicies and Sales Methods in Life 
Underwriting.” will open on Monday 
next in the Newark Y. M. C. A., under 
the direction of Horace H. Wilson, who 
is assistant manager of the Wilson 
Agency in New York City for the Equi- 
table Life Assurance Society. 

The course is planned to cover a pe- 
riod of sixteen weeks with thirty-two 
sessions, two meetings being held each 
week. Practical field problems will be 
taken up at each session and will deal 
with phases of life insurance underwrit- 
ing. It has also been arranged so that 
a number of prominent Newark insur- 
ance officials and agents will give sup- 
plementary lectures during the course. 

The course as arranged will be as fol- 


lows: 

Session 1. Salesmanship Essentials; The Life 
Insurance Counselor; Value of Knowing How to 
Sell; Imagination; Appearance; Self-confidence; 
Energy; Honor. 

Session 2. The Rate Book; The Life Under- 
writer; Life Underwriting as. a Profession; Re- 
sponsibilities; Obligation; The Life Underwrit- 
e.’s View Point. 

Session 3. Study of Values; Ordinary Life 
and Old Age Savings; Values at 65; Prospect- 
ing; Cold Canvass, The Endless Chain, Centers 
of Interest or Influential Contacts. 

Session 4. Limited Payment Policies; Sources 
of Prospects; Relation to Ordinary Life Policy; 
Various Values; Newspaper Items for Prospects; 
Group Classified Lists; Reasons for Elimina- 
tions. 

Session 5. Various Retirement Values; Com- 
parison of Retirement Values; Paid-Up Insur- 
ance; 30-Payment Life; Systematic Work; The 
Insurance Survey. 

Session 6. Endowments; Prospecting Letters; 
Long Endowments; Extended Values; Endow- 
ment Values at 65; Illustrations of Letters to 
General Prospects; For Professions, for Busi- 
ness and Inheritance Tax. 

Session 7. Income Insurance; Pre-Approach; 
Life Income Policy; Term Insurance; Annui- 
ties; Income Bonds; Plans for Securing Infor- 
mation. 

Session 8. The Insurance Contract; The In- 
surance Program; The Policy Contract; Part I 
of Application; Part II of Application; Policy; 
B Advantages of Definite Programs; Various In- 
surance Pictures with Programs. 

Session 9. The Ordinary Life Policy; Outline 
of Insurance Needs; Description; Provisions; 
Face of Policy; Interest Income; The Various 
Uses of Life Insurance. 

Session 10. Continuous Instalment Plan; 
The Amount to Carry; Specimen Tables; Lim- 
ited Instalments; A Working Plan for Your 
Money; A Man’s First Duty. 

_ Session 11. Policy Values; Loans; The Man 
in Minneapolis; The Man in Athens; Inherit- 
ance Tax and Administrative Expenses. 
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~ Session 12, Premiums; Premium Payments 
a and Installments; Days of Grace; The Genius 
ms of the Outer Office; Unwillingness to be Inter- 
Ya viewed; The Third Party; Time and Place; 
iN Greeings. 

Ya Session 13. Disability; Phraseology; Defective 
ps Time; Proof; Miscellaneous Provisions; The 


Audience with the Sultan; Examples from Short 
Story Writers; Practical Suggestions. 

Session 14. Dividends; Instinct in The In- 
terview: Difficulty of Prediction; Annual Divi- 
dends; Dividend Payments; Reduction of Pre- 
mMiums; Paid-Up Additions; Accumulations; 
Keeping Prospec’s Mind on the Contract; In- 
Stincive Responsibilities. 

Session 15. Psychology of the Interview; 
Limited Payment Life Policy; Endowment Poli- 
ties; The Term Policy; The Appeal to the 
Imagination; Argument vs. Association; Ap- 
Peals Through the Senses. E 

Session 16. he Life Income; The Interview; 
Basis of Premium Rates; Deferred Survivor- 
ship; Annuities; Composition; Rates; Simplicity 
and Clearness; Keeping Attention; Selling Sug- 
Sestions, 

Session 17. The Life-Income Policies; The 
ales Talk; Various Factors; Surrender Values; 
Continuous Installment Options; Value of Prep- 
aration; Selling Plan for the Educational Policy. 
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Session 18. Mortality Table; Two Selling 
lans; Reason for Table; American Experience 
Table of Mortality; Mortality Premiums; In- 











terest Rates; Outline Plan for Selling; Thrift 











Connecticut General News 
Hartford, Conn. 





The Mark of a 
Successful Agent 


Keenness to use every opportunity to be 
useful is a characteristic of most success- 


ful agents. 


Every business man is vitally interested 
in suggestions for strengthening his busi- 


ness. 


The agent who can successfully ex- 


plain the functions of business insurance 
becomes a trusted adviser. 


The Connecticut General’s legal depart- 
ment assists its agents to qualify for ren- 


dering this valuable service. 


For booklet 


on this subject write the Connecticut Gen- 
eral Life Insurance Company, Hartford, 


Conn. 











Policies; 
insurance, 

>ession 19. Net Natural Premium; Two More 
Sates vians; Discounting UVeath Ciaims; tLavie 
ut Net Natural bremiums; Wiscounung at a 
Kate of interest; Sales riaus tor te rour 
Contingencies; Sales Plan tor the Lite-Lncome 
Yolicy. 

Dession 20. Net Single Premium; Selling 
Business Insurance; Viscount as the Conveise 
ut interest; Compound interest Lad.es; Seiling 
Vian tor Business Insurance; Selling Sugges- 
tions for Inheritance 1ax insurance! dSeuing 
auSurance to roreigners. 

dession Zi. Compound Discount; Objection; 
Compound Discount ‘lable; resent Vaiue ot 
veath Claims; Kelation ot Net Singie Premium 
to Present Value ot Estimated Veatn Claims. 

Session 22. Comparison ot Net Premiums; 
How to Compute; sable of Lerm FPians; ‘ihe 
direct Retuin; the Indirect Keturn; ‘Lhe 


Sales Plan for Temporary Obligation 


“Head-On” Method; The ‘#assing-Up’ Method. - 


Session 23. insurance Reserves; rive Stand- 
ard Answers; ‘lhe Reserve; ‘ihe Individual Re- 
serve; Duration Insurance; Compound Interest; 
Net Single Premium; No Money; Debts; Sufh- 
ciency; Advice. 

Session 24, Net Level Premium; Comparison 
of Natural and Net Level Premiums; ‘Lhe Single 


Man; Delay; Better Investment; Ubjection of 
Wife. 
Session 25. Ordinary Life Reserve; Answers 


to Overcome; Proof of Sufticiency; The Amount 
of Risk; Assessment Insurance; Keligion; Prop- 
erty; No Funds. 

Session 26. Limited Payment and Endowment; 
No Need for Insurance; Children’s Support; 
Estate; Yhe Wife’s Financial Status. 

Session 27. Non-Forfeiture Values; Closing; 
Protection of Investments; New Surrender Meth- 
ods; “Standing Room Only”; The Psychological 
Moment; “try-Out” Closes. 

Session 28. Insurance Overhead; Tests for 
the Close; How to Know When to Close; Sig- 
nals; Implied Consent. 

Session 29. Plans for Meeting Expenses; 
Getting Action; Preliminary Term Plan; Select 
and Alternate Plan; The Minor Point; Action 
trom the Prospect. 

Session 30. Surplus and Dividends; Closing 


National Guardian 
Agents Hold Meet 


PLANS OUTLINED FOR YEAR 





President G. A. Boissard and V. P. B. S. 
Beecher of Company Among 
the Principal Speakers 





The seventeenth annual agents’ con- 
ference of the National Guardian Life 
opened on the anniversary of the issue 
by the company, of its policy No. 1—on 
October 11, and continued through the 
succeeding day. Thirty-five agents who 
had qualified for attendance were pres- 
ent. 

in welcoming the agents in attend- 
ance, President Boissard reviewed brief- 
ly the company’s history for its seven- 
teen years of service, observing that 
“perhaps we have been too modest over 
our virtues,” particularly in not having 
sufficiently exploited the fact of the 
company’s action in 1925, whereby all 
outstanding non-participating business 
acquired between the issue of its first 








Suggestions; Various Suggestions for Closing; 
The Get-Away. 

Session 31. The Principle of Annuities; Serv- 
ice to Policy Holders; Annuity Rates; Suggest- 
ed Service Plans; Form Letters. 

Session 32. The Underwriter’s Opportunity; 
Annuities and Annual Premiums Compared; 
Last Survivor Annuity; The Income Bond; An- 
nuity Certain; General Service; Supplementary 
Service. 

Sessions 33 and 34. 


Review and Examination. 


policy in 1910, to the issue of April 1, 
1920, was made participating, either im- 
mediately or at such time when the net 
contribution to the Company under a 
non-participating policy equals the total 
net that would have been contributed 
had the policy been originally issued as 
participating. At the present time, more 
than three-fourths of the outstanding 
non-participating policies have become 
participating. 

The president pointed out that actually 
the company had been practicing mutu- 
ally since 1915, when the abolition of a 
3% premium tax by the state of Wis- 
consin, was immediately followed by a 
3% refund on all future premium pay- 
ments. Through this action, the com- 
pany paid to its non-participating pol- 
icyholders up to the time when the plan 
of tull participation went into effect in 
1925, a total of more than $100,000 in 
excess of contract obligations. 

V.-P. Beecher Speaks 

Vice-President Beecher, who has 
charge of agency operations, followed, 
outlining the points to be taken up at 
the parliamentary meeting the forenoon 
of October 12, at which a plan for the 
uniform practice of all agencies for the 
company’s eighteenth year were to be 
worked out in detail, and in the formu- 
lation of which the agency heads were 
to reach agreement. 

The afternoon session featured an 
address by W. W. Williamson, general 
agent of the Connecticut Mutual Life 
at Chicago. Mr. Williamson confined 
himself to the practical, every-day prob- 
lems of the man with a rate book, eluci- 
dating the reasons why people buy life 
insurance and pointing out the several 
little things which prevent some agents 
from being successful in its selling. 

At the close of the talk the speaker 
was asked to demonstrate his “Four Min- 
ute Presentation.” At the annual din- 
ner Insurance Commissioner Freedy 
was the guest of honor. 

At the Wednesday morning session, 
details were worked out for the coming 
year, the reporting plan outlined by the 
Sales Research Bureau with such modi- 
fications required to meet the company’s 
field organization, were adopted. 

Gold button emblems, in recognition 
of special progress during the year just 
ending, were awarded to Messrs. H. M. 
Tofson, E. W. Mutchler, S. J. Steven- 
son, Anton Schroedl,.Palmer Vinger, J. 
M. Gutman, C. E. McMullin, Fred Lun- 
din and A. B. Schuler. The trophy cup 
for personal production and agency de- 
velopment was awarded to R. M. Vetter. 
The feature of the afternoon was an ad- 
dress by Frank Effinger, of a Milwaukee 
advertising agency, on “The Buyer’s 
Point of View.” 





L. W. WARD RESIGNS 





Sup’t. of Agencies, Brooklyn National 
Life, to Devote Efforts to 
Personal Production 
The Brooklyn National Life announces 
the resignation of L. Woodruff Ward, 
superintendent of agencies, effective Oc- 
tober 15. Mr. Ward has been with the 
ccmpany since its inception two years 
ago during which time he has helped 
materially in building up the sales or- 
ganization to its present strong posi- 
tion. His efforts will now be concen- 
trated on personal production in the field 
where he had served for several years 
prior to joining the Brooklyn National. 





The Fall meeting of the American In- 
stitute of Actuaries will be held at the 
Claypool Hotel, Indianapolis, Ind., on 
November 3 and 4 





GUARDIAN 


LIFE 








——— 





Established 1860 Under the Laws of the State of New York 











Tel. RECtor 7501 





MANAGERS 


OF 


INSURANCE CO, istics 








HOME OFFICE, 50 UNION SQUARE, NEW YORK CITY 





25 Church St., New York . 
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Thinks Much Remains 
To Be Done In Group 


ABDRESSES 







































DETROIT AGENTS 





Prof. W. B. Bailey, Travelers Economist, 
Says 400% of Wage Earners Are 
Without Protection 





Detroit, Mich., October 14.—Group life, 
group accident and sickness insurance 
was pictured here today as the keystone 
to the arch which protects labor and 
supports the mutual confidence upon 
which all successful industry must rest. 
The speaker was Professor William B. 
Bailey, economist for the Travelers, who 
chose as his topic, “The Economics of 
Life Insurance,” before the Life Under- 
writers’ Association of Detroit. 

Group insurance, he said, constituted 
the latest expression of goodwill in the 
safeguarding of the home and the pro- 
tection of the community. By providing 
labor with this protection, industry is 
assisting the American workman in the 
conservation of family savings by assur- 
ing him an income during sickness, and 
at the same time removing the dread of 
charity and lessening the bewildering 
blow of death. 

The home of the workmen is yet to 
be safeguarded, Professor Bailey de- 
clared. He pictured the wife as constant- 
ly worrying about what would happen to 
the family if the husband should have 
a long sickness which,might end in 
death. He said the savings of the fam- 
ily are soon exhausted and that often, 
in order to provide the necessities of life, 
either to the workman during his period 
of sickness or to his family after death, 
it was necessary to pass the hat among 
the fellow workmen or to call on neigh- 
bors and organized charities for help. 

It is a long stride from the industrial 
system of the Middle Ages through the 
industrial revolution, to the conditions 
of modern life, said Professor Bailey. 
Where it was once possible for man to 
look to his master for protection and 
assistance in time of need, now it is re- 
garded more in the nature of each man’s 
duty to provide these things for himself 
and his family. The speaker was of the 
opinion that industry has done and can 
do much to assist workmen in the pro- 
curing of additional protection in the 
form of life insurance, just as industry 
has been quick in recent years to im- 
prove working conditions of factory and 
mill and to make more healthful home 
environments. 

Some of the things which industry and 
legislatures have done on behalf of 
workmen were shown as including va- 
rious forms of wage payments, such as 
the bonus and premium plans, the inau- 
guration of welfare work, the establish- 
ment of departments of industrial rela- 
tions, the appointment of shop commit- 
tees and various schemes for co-opera- 
tion and profit sharing, such as stock 
ownership and labor representation on 
boards of directors. 

While: these things have been helpful 



















And once with us they stick. 


finish the year together! 


123 William St., New York 





ON THE LAST LAP 


Three months to go and 1927 will be but a memory. We're rounding 
out the last lap of the journey with full confidence that our business this 
year will show a material increase over that of last year. 

One of the biggest reasons for this healthy gain is that the brokers 
of New York City have seen fit to favor us with a share of their business. 


So will you when once you try Fenster—Fleishman service. 


FENSTER-FLEISHMAN AGENCY 


Lester J. Saul, General Manager 
General Agents—Life Department 


THE TRAVELERS INSURANCE COMPANY 


2 


Let’s 


Beekman 2140-4 








and are not to be minimized in their 
importance, Professor Bailey said that 
the additional step of providing group 
insurance remains to be taken in order 
that the modern factory may reflect some 
of the spirit of democracy which existed 
in the little work shop of centuries ago. 
It is known that 40% of the daily wage 
earners carry no life insurance and that 
the majority of those who do have only 
enough to pay for the burial expenses, 
leaving their families destitute and the 
objects of charity. Many employes, it 
has been shown, are unable to obtain 
life insurance in any form and 15% find 
its cost prohibitive because of age. 
Nearly 35% of the wage earners 1n this 
country who die leave nothing in the 
way of personal estate and 30% more 
leave less than $500. 





STRYKER CHANGES POST 

E. W. Stryker, who has been connect- 
ed with the Equitable Life of Iowa as 
agency manager of the Boone Agency, 
has been made agency manager at Coun- 
cil Bluffs. Mr. Stryker entered the life 
insurance business in 1913 as_an agent 
for the Oklahoma National Life. He 
remained with this company three years 
and resigned to represent the National 
Fidelity Life in Sioux City. In 1920 he 
became general agent for the Columbian 
National Life in Sioux City, and rea 
mained with that company until 1924, 
when he became associated with the 
Equitable Life of Iowa_as field super- 
visor. While in Sioux City Mr. Stryker 
was president of the Underwriters’ As- 
sociation of that city. 





September activities on the part of the 
Bankers Life’s salesmen ‘yielded 326 ap- 
plications on the lives of policy holders 
for an aggregate protection of $1,441,688. 
This amount was approximately 18% of 
the month’s total production of new, 
paid for business, $7,688,540. 


JOINS BROOKLYN NAT'L. LIFE 





F. W. Ladue, Formerly with the Trav- 
elers, Becomes Sup’t. of 
Agencies 

Frederick W. Ladue of this city -has 
resigned from the Travelers to become 
superintendent of agencies of the 
Brooklyn National Life, assuming his 
duties immediately. He has been con- 
nected with the Travelers for the past 
nine years. During this time he has 
been engaged in agency work for the 
company in the Metropolitan District 
New York state, New England and the 
South. He is a graduate of the Travelers 
training school, and is thoroughly con- 
versant with life, accident and casualty 
lines. 

Mr. Ladue brings to the Brooklyn 
National Life a broad experience and a 
mind thoroughly trained in the princi- 
ples of insurance salesmanship, agency 
work, and organization. For nine years 
he ,was national secretary of the Theta 
Chi Fraternity. He graduated from Col- 
gate University with the class of 1912 
1S married and resides in Brooklyn, 





MUSSOLINI SETS EXAMPLE 

Premier Mussolini has insured his son, 
Romano, about two weeks old, declaring 
his action an example to other Italian 
fathers of a way to provide for the 
future of their boys, according to an 
Associated Press dispatch from Rome. 
The policy for the baby boy was taken 


out during proceedings of the National 
Insurance Institute. 


36.7% FROM POLICYHOLDERS 

Thirty-six and seven-tenths per cent, 
of all paid-for business secured by the 
Equitable Life of Iowa to date in 1927 
was written on the lives of old policy- 
holders of the company, Thirty-five 
and nine-tenths per cent. of the total 


production for September was secured 
from this source. 


—= = 


F. G. WOODWORTH’S CAREER 





New Vice-President of Girard Promin. 
ent in Underwriters’ Associations 
The Girard Life of Philadelphia ig to 

engage in an era of expansion and ty 

that end have secured the services oj 

Frederick G. Woodworth, who became 

vice-president in charge of agency de. 

velopment, as announced in The Eastern 

Underwriter last week. 

Mr. Woodworth has for many years 












F. G. WOODWORTH 






been associated with the John Hancock 
Mutual Life, going up through the ranks 
from agent to assistant superintendent 
and then superintendent. He has rep- 
resented the John Hancock in Lowel 
and Boston, Mass., and in Philadelphia 
After being transferred to the Phila 
delphia office he soon became prominent 
and was at one time president of the 
Philadelphia Life Underwriters’ Associa- 
tion and when the Association of Penr- 
sylvania Life Underwriters was orgat- 
ized last year by more than a dozen as 
sociations throughout the state, Woot: 
worth became its first president. 

He has been regarded as one of the 
best weekly premium superintendents 
America and has, of course, written coll: 
siderable ordinary business. 


MOORHEAD IN OKLAHOMA CITY 


Lloyd S. Moorhead has been appoint 
ed state agent for the state ol Okle- 
‘homa for the Equitable Life of low 
with headquarters at Oklahoma Cit. 
He is a graduate of Tarkio College am 
the University of Chicago. His enti 
business experience has been in life i 
surance. He entered the business as! 
solicitor for the Equitable of New Yor 
at Waterloo, Iowa. He was later mate 
district manager for the same compall 
at Mason City. 




























































of from one day old to age 70. 





age 65. 








Commissions On Full Premiums 
Up To Age 65 


The Lincoln National Life writes policies to cover an age range 
Commissions are now being paid on the 
whole amount of the premiums on policies issued up to and including 


This is another of the fourteen progressive changes made effective 
by The Lincoln National Life on September 15. 


Another reason why it pays to 
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The Lincoln National Life Insurance Co. 


“Its Name Indicates Its Character” 
Lincoln Life Building 
Now More Than Half a Billion Insurance in Ferce 






Fort Wayne, Indiana 














Pennsylvania 


The Provident has worked out a practical 
plan by which the Home Office, through an 
Educational Supervisor, is assisting in the 
development of new agents. 


Provident Mutual | 


Life Insurance Company of Philadelphia 





Founded 1865 
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(Continued from page 3) 


and tof present had not the faintest idea that 
: Myrick would be the man while Myrick 
was in New York and did not know 
anything about the movement for him 
when it got under way. 

The convention managers knew they 
could do nothing without the consent of 
President Houston and Vice-President 
Sargent of the Mutual Life and so both 
were gotten on the long distance phone. 

After considerable telephonic conver- 
sation the consent of the Mutual Life 
was obtained, whereupon all other can- 
didates became lost to sight. 

Some Westerners and Southerners 
wanted to know if the Ives & Myrick 
office did not take brokerage business, 
and when they found it did some rumb- 
lings of discontent were heard, but not 
enough to make any difference in the 
nomination. 

No one could have made his debut be- 
fore a convention under more fortuitous 
circumstances than Mr. Myrick did, for 
after his introduction he immediately 
launched forth, reading a ruling from 
the comptroller of currency to the ef- 
fect that officers of national banks can 
now be insured for the benefit of the 
bank, This was putting new money into 
the pockets of the agents and was wel- 
come news. Later, when Mr. Myrick 
was introduced as the new president of 
the association he duplicated the good 
impression by his short and modest re- 
marks. : 

One of Mr. Myrick’s statements which 
attracted attention was that he did not 
fancockf/™ propose to do much traveling as presi- 
e ranks dent. It will be interesting to see wheth- 
tendent{/™ er he makes good on this as he will be 
as rep-[m immediately deluged with invitations 
Lowel from underwriters’ associations. Some 
Jelphiaf of the presidents have done a great deal 

Phila [MB of traveling, which cost one president 
yminentf $12,000 and another his health for quite 
of the a period of time. ; 

\ ssOcla- The election of C. C. Day, who is gen- 
' Penn-fme eral agent of the Pacific Mutual Life 


organ 
zen as 
Wood: 





ir Oklahoma City, and who had presided 
at the convention of the Pacific Mutual 
earlier in the week, was unexpected. Mr. 
Day first attracted attention in the Na- 


of thei tional Association by his talk on sales- 
lents it{/™ manship methods at a night session of 
en cot: the convention in Kansas City two years 
ago. 

Mr. Day came into the new officers’ 

CITY picture when E. J. McCormack of 
‘if Memphis withdrew his name after his 
peek nomination. Later, the news spread, and 
| Oke yf. McCormack told friends that he 
f Tow withdrew his name because of pressure 
1 GO from high quarters. As to just how that 


Pressure was exercised is not known ex- 
cept it was the occasion of a talk by 
Thomas W. Blackburn, former secretary 
and counsel of the American Life Con- 
vention, before one of the committee 
Meetings in which he denied having any- 
thing to do with it. 
_This was one of the chief “inside” po- 
litical events of the convention and 
caused quite a stir as McCormack is 
Popular not only with Memphis life men, 
ut also with the convention. A part 
of this is due to the charm, wit and 
eloquence of his wife who was responsi- 
ble in the first place for the conven- 
tion coming to Memphis, the result of 
€r speech before a committee in At- 
antic City during which she routed Law- 
fence Priddy and then made good in 
emphis by her “welcome to the city” 
Temarks. She presented such a beautiful 
Picture on the platform and talked with 
such good humor that the convention felt 
that she should be adopted as a mascot. 


Further comment in connection with 
igh spots in the Memphis convention 
“ be found in The Eastern Under- 
writer of next week. 





The 1928 convention of the State Mu- 
tual Life will be held at Bluff Point on 
2% : 5hamplain, New York, from June 

c) 





Chicago, Oct. 18—The Holcombe tro- 
phy of The Insurance Advertising Con- 
ference was awarded to The Prudential 
for the full page national magazine dis- 
plays of that company on “The Con- 
servation of Business.” 





founded in 1851, has just completed its Seventy-Fifth Anniversary, with a substantial 
increase in new business over 1925. All previous records have been shattered. This 
great expansion is due in marked degree to the splendid spirit of co-operation between 
the Home Office and the Field Force. 


Men contemplating entering the life insurance business would do well to communicate 
with this fine old Massachusetts company before deciding. 


BERKSHIRE LIFE INSURANCE COMPANY 
Pittsfield, Mass. 














ALEXANDER BOOK WITHDRAWN 








The Eastern Underwriter has been 
advised that “Life Insurance Simply 
Explained” the book by William Alex- 
ander which was published and sales 
distribution made by the National As- 
ciation of Life Underwriters has been 
withdrawn from the market. The book 
had been criticized by some of the 
smaller stock life insurance companies. 











UNDERWRITERS TO MEET 


The opening meeting of the fall sea- 
son of the Boston Life Underwriters’ 
Association will be held on Thursday, 
November 10, at the Hotel Bellevue, Bos- 
ton. The program will consist of spe- 
cific reports from the National Under- 
writers‘ Convention held at Memphis. 


EIGHTY-FOUR YEARS 


Honorable Dealing with the Public, Through 
an Agency Force of Selected and Trained 
Men, has Formed the Character that Explains 
our Reputation. 





New England Mutual Life Insurance Co 


Boston, Mass. 














Success... 


built on service 











ea HEER service to its representatives and policy- 
Rey hold lains the ph l th of th 
bess) olders explains the phenomenal growth of the 
LO) Missouri State Life Insurance Company. 

In 35 years this Company has become a nation-wide institu- 
tion, ranking among the leading life insurance companies of 
America. From a little over one hundred million dollars of 
insurance in force eleven years ago the Company today is 
very near the Three Quarter Billion Mark. Its business has 
more than doubled in the past five years. 





This Company writes all forms of Life, Accident and Health, 
and Group Insurance. Its policies are broad in coverage, free 
from restrictions, and its rates are the minimum for the 
utmost in protection. 


Men of high character and ability are offered a real future 
with this Company. 


Missouri State Life Insurance Company 


M. E. SINGLETON, President Home Office, St. Louis 


A Great Company Daily Growing Greater 




















Page 12 








October 21, 1927 











ic 


LIVEHINTS: 
Gl 
















“SFO 
e(AN 
NOY, y 






4 a ———< : 
Practical Suggestions to Helpthe Man With the Rate 
Book Increase His Income and General Efficiency 


Ralph McCord, gen- 


Fixed eral agent in Bloom- 
Sales ington, Ill, for the 
Talks National Life of Ver- 


mont,, gave the fol- 


lowing argument for fixed sales talks 
when giving an address of “Insuring 
Boys” before the Banff convention of 
the company. 

“Our men have followed a definite 
selling plan or sales talk from the start 
for several reasons. In the first place 
a definite sales talk gives a new agent 
confidence in himself and it gives the 
prospect confidence in the agent. Such 
a plan eliminates all superfluous talk 
and we deal only with facts of interest 
in the sale—hence we conserve time. It 
enables an agent to take up the sales 
points in logical sequence and it enables 
us to make a much more forceful sales 
presentation than we could make in any 
other way. Our sales talk takes but 10 
minutes of our time and but 10 minutes 
of the prospect’s time and we find that 
most fathers will give us 10 minutes of 
his time to talk to him about his son. 





Since this is an age of visualization and 
men remember what they see and for- 
get much of what they hear, we have 
our sales talk in printed form in order 
that the prospect may go through the 
sales talk with us step by step and can 
see what we are trying to get over. As 
a result he remembers a great many of 
the points we desire to fix in his mind. 


“In following our fixed sales talk our 
men can and do make more calls and 
have more interviews, see more boys and 
sell more insurance than in the usual 
haphazard method of selling without 
having a prepared sales talk. Seeing 
is believing in many cases and when 
boys undetstand and believe in life in- 
surance they will buy it. Our plan ex- 
plains in detail what life insurance is 
what it does and is purely educational— 
not too long—nor too short, yet it covers 
fully the various points which have 
caused so many men to buy life insur- 
ance in the past. We feel that these 
points, to be effective must be taken 
up with the prospect in orderly and log- 
ical sequence and are more effective when 
he can see them.” 








Honor H. D. Hart With 
Application Drive 


ALSO TENDER HIM LUNCHEON 





New Orleans Local Manager Penn 
Mutual and Aetna Life Pay High 
Tribute to Executive 


New Orleans, Oct. 18—An unusual 
tribute to a life insurance man was paid 
here today when both the local man- 
agers of the Penn Mutual Life and the 
Aetna Life staged application drives in 
honor of Hugh D. Hart, vice-president 
of the Penn Mutual Life who is here 
with Assistant to the President Jeffries. 

Another interesting aspect of the visit 
was the courteous action of the local 
manager of the Penn Mutual Life who 
cancelled a luncheon of Penn Mutual 
Life agents in order that they might all 
go to a big lunch which the Louisiana 
Association wanted to give to Mr. Hart. 

The president of the state association 
is Miss B. B. McFarlane of the Pan 
American Life. She had heard Mr. Hart 
was in town and quickly arranged the 
luncheon, which was exceedingly well at- 
tended. 

Mr. Hart speaking briefly stressed the 
movement toward economy in life insur- 
ance and gave an indication that one 
large company is considering not issuing 
policies for less than $5,000. 

He said that his appointment had been 
followed by the comment that the Penn 
Mutual Life had made an executive of 
a man fresh from the field. He thought 
that the future would find more field men 
in the home offices. 








PENDLETON NOW GEN’L. AGENT 


Rice L. Pendleton has been appointed 
general agent in Kansas City for the 
State Mutual Life. Mr, Pendleton is an 
experienced life insurance man and is 
well qualified for his new position. His 
headquarters will be located in the Vic- 
tor building. : 


F. L. LANE, JR.. PROMOTED 





Becomes Ass’t. Manager, Equitable So- 
ciety Agency in N. Y.; Whole Fam- 
ily Now in Managerial Ranks 
Frank L. Lane, Jr., a member of the 
well-known Lane family who are all 
connected with the Equitable Life As- 
surance Society in New York, will be- 
come assistant manager of the F. B. 
Runyon Agency of the Society on No- 
vember 1. Mr. Lane has ‘been in life 
insurance for the past five years and an- 
nually produces about $250,000 of busi- 
ness. He has the knack of getting men 
from outside sources and training them 
to become good agents. Being only 
twenty-five years old, he may be con- 
sidered as one of the youngest assistant 

managers of the Equitable Society. 

Mr. Lane’s entry into the managerial 
ranks of the company centers interest 
on the fact that the three Lane’s— 
Frank, Sr., Mervin L., and himself all 
represent the Equitable Society in the 
same city and are all on friendly terms 
with one another. 

The Runyon Agency was formerly 
known as the Drew Agency, represent- 
ing the Equitable Society. Mr. Run- 
yon was originally with the home office 
and was then made assistant manager in 
Philadelphia from which post he was 
called to New York. 





G. E. LACKEY TO SPEAK 





General Agent, Mass. Mutual Life, Okla- 
homa, To Address Trust Division Am. 
Bankers Ass’n. at Houston 

George E. Lackey, general agent, Mas- 
sachusetts Mutual Life at Oklahoma 
City, Okla. will represent the National 
Association of Life Underwriters and 
address the trust division of the Ameri- 
can Bankers Association at its meeting 
in Houston, Texas on October 26. 

Mr. Lackey is responding, following 
an invitation from Secretary Leroy A. 
Mershon of the American Bankers As- 
sociation. The subject of his address will 
be “Co-operation Between Trust Com- 
panies and Life Underwriters.” 


F. A. Wallis Luncheon 
Proves a Big Success 


FIRST TO BE HELD THIS FALL 





Agents Greet With Enthusiasm 
News That W. J. Stewart Led 
Company in September 


The first fall luncheon meeting of 
F. A. Wallis & Co., general agents, Fi- 
delity Mutual Life in New York, was 
held a few Saturdays ago and it at- 
tracted a large attendance due to the 
high quality of the speakers. It was 
made known at this meeting that Wil- 
liam J. Stewart of the Wallis office was 


the 


2 





the largest individual writér of paid-for 


business of the company for the month 
of September. This announcement, 
made by Mr. Wallis, was greeted with 
much enthusaism by those present. 

Those present then heard from 
Charles E. Kimball, trust officer, Chem- 
ical National Bank, who was formerly 
with the Equitable Trust. Mr. Kimball 
is an expert on wills, trusts, incomes, ad- 
ministration of estates and inheritance 
taxes. He talked about the close rela- 
tionship that should exist between the 
trust company and the life insurance 
fraternity. 

Next came Michael Kley, an officer of 
the Metropolitan Life, who told about 
the extensive educational work being 
done by his company among its field 
force. Miss Kathryn Alexander, of 
Kentucky, one of the most successful 
woman underwriters of the Union Cen- 
tral Life, also spoke, her subject being 
the future for women in the life insur- 
ance field. 

The final speaker was M. E. Selinkow, 
who is an agent for the New York Life 
in Baltimore. Mr. Selinkow is known 
for his large monthly production of ap- 
plications on individual lives. 





HAlcuT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 


Omaha Denver Des Moines 
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LIFE UNDERWRITERS MEET 

Griffin M. Lovelace, third vice-presj- 
dent of the New York Life, was the 
speaker at the meeting of the Philadel. 
phia Association of Life Underwriters 
which was held yesterday in Philadel. 
thia at the Bellevue Hotel. 


SIX MEN 


We have six new 
territories for six 
good men under 
real general agents’ 
contracts. 











Address 
The Manhattan Life Ins. Co. 


66 BROADWAY, NEW YORK 























“TRY THIS!” 


Ask Herbert W. Jones, Manager, 
Canada Life, for a copy of “Try 
This!”—a novel idea which you 
can use. Do it now! By mail 
please. 


Canada Life Assurance 


Company, 
110 William Street 
New York City 


Beekman 5058—6691 











satisfaction in so doing. 


limits 10 to 70. 


34 Nassau Street 








You Who Seek Opportunity | 


Opportunity exists always for those who seek | 
success and satisfaction in life insurance field work. | 


During 84 years the first American legal reserve | 
mutual life insurance company has been served and 
built to greatness by men who found both success and 


| 
| 
| 


_ This company writes all standard forms of insur- 
ance and annuities on both men and women. Age 


Those who contemplate life insurance 
field work are invited to apply to 


The Mutual Life Insurance Company 
of New York 


New York, N. Y. 








Tl 








October 21, 1927 








Page 13 





—_— 
— 





Solve Buyer Problem 
Adv. Conference Theme 


MID-YEAR MEETING IN CHICAGO 





Fidelity & Deposit Co. Get Prize For 
Best Advertisement; America Fore 
Group Honorable Mention 





Special to The Eastern Underwriter 


Chicago, October 17—With the regis- 
tration of 125 from Canada and the 
United States, the Insurance Advertis- 
ing Conference got off to a flying start 
in general session this morning, Presi- 
dent Clifford Elvins presiding. 

The keynote speech covered the gen- 
eral theme of a desire to study the prob- 
lem of how to reach the mind of the 
buyer and more effective ways of selling 
the service insurance offers. 

F. W. Read of “Printer’s Ink,” gave an 
inspiring talk on “Reaching the Public.” 
He accused insurance salesmen of re- 
tarding sales by use of language too in- 
volved and technical. “The public,” he 
said, “has no insurance consciousness, 
hence must be appealed to, and the suc- 
cessful salesman is he who sees straight- 
est into the things close to the heart of 
the buyer. The insurance salesman 
must go to a man on his own terms, not 
the agent’s, and by reaching the human 
needs in simple, clear-cut, direct ways, 
greater results are gained. 

C. W. Post presented an informative 
talk with charts on color combinations 
and paper stock. : 

Assistant superintendent of agencies, 
John P. Davies of the Northwestern 
Mutual Life gave a spirited talk in con- 
serving and increasing the business of 
old policyholders. This company has a 
remarkable low lapse ratio and writes 
annually one-half its new business on old 
members. Mr. Davies read from the 
company’s folders as far back as 1858, 
showing the trend of appeal in literature 
used and contrasted it with current 
folders. He said, however, that repeat 
business could not be directly traced to 
the use of literature. The personal 
touch of the agent, careful planning and 
persistent attention not only reduces 
lapsation but produces repeat business. 

A continuance of Mr. Davies’ subject 
formed the chief theme of the life 
group meeting in the afternoon. 

Lyle Stephenson Makes Hit 

Lyle A. Stephenson, Kansas City local 
agent, scored heavily in his breezy, in- 
cisive talk on insurance advertising. In 
ten years he has spent $150,000 chiefly 
for newspaper advertising in his town. 

is “Leave it to Lyle” is well-known to 
people there. He never advertises any 
company, only the service he can ren- 
der as an agent. 

Mr. Stephenson said everything in the 
world, including education and religion, 


and all commodities are better adver- 
tised to the public than insurance. He 
Pleadcd for co-operative advertising of 
fire insurance and allied lines. “The 


_of ‘coinsurance. 


business,” he asserted, “must hire a Will 
Hays and build up a badly demoralized 
public morale now prejudiced aaginst it. 
Both companies and agents,” he declared, 
“are in bad with the intelligentsia and 
need to cultivate and strengthen good 
will.” 
Fidelity & Deposit Co. Get Prize 

At the luncheon today the “Weekly 
Underwriter” award of two tickets to 
Bermuda and back was awarded to the 
Fidelity & Deposit for the best trade 
paper advertisement of the year. Its sub- 
ject was “A Hole That Almost Wasn’t.” 
The display was judged on its merit as 
a valuable local agent’s medium of use 
with the public. 

The America Fore group got honorable 
mention for its display on the purpose 
The judges.were Edson 
S. Lott and William H. Hotchkiss. 

Joseph P. Licklider, director of adver- 


tising for the Missouri State-Life gave 


an inspiring talk on “The Intangible 
Something in Advertising That Makes 
Its Appeal.” He showed; examples of 
actual displays of various commodities 
that failed to hit the bull’s eye, and 
others that did, illustrating the features 
that differentiated. He made effective 
the value of achieving through insurance 
advertising the elements for building up 
good will and creating a better public 
attitude toward the business. 


AGENCY INAUGURATES DRIVE 








Associates J. M. Riehle, Equitable Life 
Society, to Honor Him with 
500 Apps This Month 





Associates of the Riehle Agency of 
the Equitable Life met at a dinner on 
Tuesday, October 11, at the Hotel Astor, 
when a drive in honor of John M. Riehle 
was launched. Theodore M. Riehle, in 
inaugurating the campaign, delivered an 
interesting and instructive speech and 
outlined the splendid record of his 
father, John M. Riehle, who joined the 
Equitable thirty-one years ago on No- 
vember 16. 

In the course of his address Theodore 
M. Riehle congratulated those present on 
the result of their efforts during the pre- 
vious year and quoted figures showing 
that the Riehle Agency had written as 
much business in the first nine months 
of 1927 as during the whole of the year 
1926. 

Arthur Dunn, a lecturer on salesman- 
ship gave the assembly an address on 
selling and J. A. Caufield, agency super- 
intendent, explained the details and 
manner of awarding prizes in connection 
with the John M. Riehle Testimonial 
Campaign. 





REVIEW REFUSED 

The Business Men’s Assurance Com- 
pany of America, a Missouri corpora- 
tion,-was refused a review by the United 
States Supreme Court in a case against 
Dora A. Scott, coming from Colorado, 
to test that section of its policy which 
makes suicide a ground for refusing to 
pay accident insurance. 











AETNA-IZE Thru (ZRAHAM 


Triangle 7560 


“A POLICY FOR EVERY NEED” 


JAMES P. GRAHAM, Jr. 


General Agent 


ETNA LIFE INSURANCE COMPANY 


16 Court Street 


‘een 


- Brooklyn, N. Y. 











Conservation Is 
Life Group Theme 


B. N. MILLS VIGOROUS LEADER 
Life 





Insurance Company Advertising 
Men Tackle Most Vital 
Problem of Business 





Chicago, October 18—Under the vig- 
orous leadership of Bert N. Mills of the 
Bankers Life, Des Moines, the life 
group of the Insurance Advertising Con- 
ference held a profitable first session 
Monday afternoon, dealing generally 
with conservation. 


Mr. Davies, assistant superintendent 
of Agencies of Northwestern Mutual 
Life, whose ‘address in the morning ses- 
sion of the conference on the subject of 
conservation. had aroused no little 
praise, said that the Northwestern Mu- 
tual Life was not, in its program of pre- 
venting lapses, actually striving for re- 
peat business. He stated that was a by- 
product of the company’s conservation 
efforts. The Northwestern Mutual 
found many instances where the divi- 
dend privileges of its policies cured 
lapse troubles. 

Mr. Davies pointed out that his com- 
pany used its agents through personal 
visitation to handle lapses. It is a se- 
rious problem. He said his company in 
its applications asks if the applicant is 
dropping another policy to buy the new 
one now sought. 

He expressed his belief that the life 
insurance companies are guilty of the 
Ernest Elmo Calkins charges in that 
they do not communicate with policy- 
holders often enough. 

Assistant Secretary Cranefield of the 
National Guardian Life of Canada said 
that Canada’s lapse rate is one-third the 
writings. He stated efforts to cure it 
were hampered by company’s fear of 
negative suggestion in warning against 
lapsation. 

Mr. Cranefield said his company had 
substituted a program of letters to first- 
year members and birthday cards for 
policyholders. The business written as 
a result is 26% on old members. The 
program has reduced first year lapsa- 
tion to 20%. 

R. C. Budlong, publicity director of 
the Northwestern National Life, Minne- 
apolis, told of that company’s plans for 
a policyholders’ magazine. It is to be 
strictly for conservation education. It 
will go to the assured one month be- 
fore premium notice and quarterly there- 
after. It is not an insurance magazine, 
but is filled with an entertaining form 
of family topics and economics to es- 
tablish friendly contacts. 

R. C. White of the Franklin Life finds 
that irregular issuance of policyholders’ 
magazine invokes their curiosity. Each 
issue is a separate subject of interest. 

FE. J. Bohl, Peoria Life, said conserva- 
tion is a selling proposition depending 
for success on agents themselves. Re- 
wards are offered agents for the best rec- 





erds on renewals. He said his com- 
pany’s policyholders’ publication is a 
semi-annual affair and is educational on 
life insurance purposes. 

A. W. Barnes of the Illinois Bankers 
Life told of charts sent to members il- 
lustrating what becomes of premium doi- 
lars. Agents are appealed to in lapse 
cases and on large cases telegrams from 
the home office on the last day of 
grace are sent to the assured. 

William J. Bradley of the Home Life 
of America read a thoughtful paper on 
effective use of head office plans for 
conservation. 

E. Chester Sparver, superintendent of 
agencies, Connecticut Mutual Life, told 
of his plan of direct policyholder con- 
tact. He uses no magazine, but sends 
direct messages to members and a re- 
instatement program. It is all handled 
through agents, aided by the home of- 

ce. He gave figures of a study of 
causes of lapsation. 

A. C. Wilder said that if agents are 
to cure lapsation they must work on in- 
dividual cases, backed by every kind of 
home office help. In his Opinion the 
agents are the key to the situation. 





H. S. GRISWOLD MOVES OFFICES 


H. S. Griswold, Connecticut general 
agent for the Northwestern Mutual Life, 
Was given a surprise party by the agents 
in the state at his new offices in Hart- 
ford. Everyone present gave Mr. Gris- 
wold at least one application. The 


agency is now located at 64 Pearl street, 
Hartford. 





G. H. Cummings has been appointed 
manager of the West Philadelphia of- 
fice of the Colonial Life of Jersey City, 
according to an announcement made last 
week by the company. 





American Life 


Convention 
(Continued from Page 5) 


the press men how the convention can 
best co-operate with the insurance pub- 
lications and the daily newspapers in 
the distribution of news growing out of 
the Dallas meetings, and also in the dis- 
tribution of-other insurance information 
of general public interest. 

President Woolen will also review for 
the press representatives the steps 
taken for the formation of the new 
Financial Section of the Convention to 
Be launched during the annual meeting. 
He probably will outline some other im- 
portant questions which are expected to 
be a feature of the gatherings the fol- 
lowing days. In this way the reporters 
will be given a background for the de- 
Yelopment of the big news features of 
the convention, and their work should be 
greatly facilitated. In addition the re- 
aie and editors present will be asked 
or suggestions for the betterment of 
the press service bureau of the con- 
vention which was started early in 1927. 











Ra 


tunity to capable underwriters. 


The fine spirit of cooperation between the 
Home Office and its field force is outstanding. 


EQUITABLE LIFE INSURANCE COMPANY OF IOWA 


Home Office: Des Moines 
SIXTIETH ANNIVERSARY 


1867 


OPPORTUNITY 


exists with the Equitable Life of Iowa for indus- 
trious, efficient men. 


In a conservative way the Equitable Life of 
Iowa is constantly growing and expanding. 
— - substantial growth, which has now passed the mark 
of Five Hundred Millions of insurance in force, offers exceptional oppor- 

un ca Sixty years of safety, service and sta- 
bility building have made a reputation for this company which is a 
distinct advantage to those who represent us in the field. 


This 
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SOME EQUITABLE FACTS 


The Equitable has faithfully served the public for over sixty-seven years. 
It is one of the strongest end safest financial organizations in the world. 


Its assets ere sefely and profitably invested, and its large surplus guarantees its 
stability regardless of the conditions of the financial world, protecting policyholders 
against every conceivable contingency. 


It has in force 1,387,122 policies aggregating $5,067,965,337 of insurance. 


It paid policyholders and beneficiaries $111,814,863 in 1926. Its total payments 
to policyholders and ‘beneficiaries since organization total $1,997,663,398, and it still 
holds $869,604,876 in assets to protect policy and other obligations. 


The amount thus paid to members and beneficiaries, added to what it now has 
on hand, exceeds the total amount paid in by policyholders since its organization by 
$215,760,323. 


Its dividends or refunds paid to policyholders in 1926 were $37,197,095. 


It was obliged to decline 19,131 applications during 1926 chiefly because of the 


‘impaired health of the applicants. 


In 1926 it paid death claims on 14,029 policies; of these 13,571 were domestic, and 
13,299, or 98 per cent, were paid within one day afier receipt of due proof of death. 


It was the first company to make policies incontestable after one year. 


It was the first company to demonstrate that a policy could be paid as promptly 
as a bank draft. 


It was the first company to insure large numbers of employees in a body on the 
group insurance plan with scientific medical inspection substituted for personal medical 
examination. 


It has instituted free health examinations and chemical kidney tests for policy- 
holders at one-year intervals. 





THE EQUITABLE LIFE ASSURANCE 
SOCIETY OF THE UNITED STATES 


W. A. DAY, President 
393 Seventh Avenue New York, N. Y. 
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Three Executives Talk 
On Home Office B’ld’gs. 


RECENT ATLANTIC CITY MEET 
L. C. Ashton and C. M. Taylor, Provi- 
dent Mutual, B. J. Perry, Mass. 
Mutual, Discuss Company Needs 





During the recent convention of the 
Life Office Management Association in 
Atlantic City, N. J. there was an im- 
portant conterence on “New Home Of- 
fice Buildings” at which some interest- 
ing and informative addresses were made 
by Leonard C. Ashton, secretary-treas- 
urer of the Provident Mutual; Charles 
M. Taylor, assistant secretary of that 
company and B. J. Perry, secretary of 
the Massachusetts Mutual. The address- 
es follow, in part, in the order. in which 
they were delivered. 

“When do we have overcrowding ?” 
asked Mr. Ashton, first speaker. “Opin- 
jon is not a unit on what amount of 
space should be allowed per employe, 
nor does the same standard apply in 
commercial establishments that holds 
good in industrial plants, but there is a 
general rule of thumb which may be 
used by the insurance companies with 
considerable success, allotting about six- 
ty square feet to each clerk, including 
desk and chair and immediate aisle space, 
but no filing equipment. There will be 
some variations from this figure, de- 
pending on whether the desks are ar- 
ranged in single rows or two, or in some 
cases three, abreast; but the variation 
will not be great. In determining 
whether present quarters are inadequate 
it is important to know the space now 
available is being used in the most ad- 
vantageous manner. It may be found 
that the present procedure is susceptible 
of modification, making possible a more 
up-to-date arrangement of departments 
and a more economical use of space. 

“That there is overcrowding to an ex- 
tent calling for attention, will probably 
be indicated by poorer health on the 
part of the employes, as shown by ab- 
sence records and other personnel data. 
Or again, their efficiency may begin to 
decline without direct evidence of im- 
faired health. A comparison of the qual- 
ity and amount of various standard units 
of operation with the quality and amount 
in the same company previously, or with 
similar operations in other companies at 
the present time, will bring this out. 
Take for example the number of policies 
typed per writer per hour or day, keep- 
ing in mind also the number spoiled or 
corrected; or the number of dividends 
calculated with the number of errors 
found in checking. 

When Are New Quarters Needed? 

“But the need of new quarters may 
be indicated other than through crowded 
desks. The present building may not 
have been planned for an insurance com- 
Pany at all, or only the first floor or 
two may have been so designed. In that 
event the upper floors are cut up into 
small offices to be rented, and are diffi- 
cult, if not impossible, of satisfactory 
adaptation to insurance work. Partitions 
which should be removed may be wall- 
€aring and very difficult to replace with 
columns, and there may be no satisfac- 
tory space -for corridors. In addi- 
ion, the floor will probably not be 
strong enough to permit concentra- 
tion of heavy equipment in convenient 
lecations. There will very likely be no 
Ventilation system and the windows will 
Probably not give sufficient light for 
desks farther back in the room. All 
of this will necessitate separating de- 
Partments which should be together, and 
Wil make it impossible to secure the 
best layout for handling the work. 

Most companies have found it desir- 
able to provide a lunch room and kitchen, 
Which, with the social rooms and audi- 
orlum, are generally placed in the main 
building. However, there are good ar- 
Stments also for housing them separate- 
y. In any event, the necessary space 
should be provided. It goes without say- 


ing that provision will have to be made 
for a heating plant and an electrical 
distribution system. While it is possible 
to include these in the main building, 
a separate location is preferable. Stor- 
age space—and a fairly considerable 
amount of it—should be supplied, either 
in portions of the main building not well 
adapted to other purposes, such as a 
basement or attic, or outside. 

“Some companies have found it very 
satisfactory to do a considerable portion 
of their own printing. If such a plant 
is contemplated the necessary space will, 
of course, have to be included in the 
estimate. Here again there are good 
arguments for keeping it in the main 
building and good ones for placing it 
outside.” 

C. M. Taylor, in his address, discussed 
for the most part the design of the build- 
ing. He spoke in part as follows: 

“It is the purpose of this paper to 
examine but one important phase of the 
subject of Planning the New Home Of- 
fice Building; that is, the design, or 
type of the building. 

“It is assumed that careful estimates of 
the probable growth of the company 
which is contemplating the erection of 
a new home office have been prepared: 
that these estimates have been checked 
and examined in the light of the best 
judgment prevailing in the company and 
that from these estimates reasonably ac- 
curate forecasts of future expansion and 
future space requirements have been ob- 
tained. 


“These forecasts should show over a 


series of years growth factors in several 
fields, among others: (a) the amount of 
insurance in force; (b) the number of 
policies in force; (c) the amount of new 
business paid-for each year: (d) the 
number of policies for this paid-for pro- 
duction; (e) the number of employes on 
the clerical staff by the company. 


Allocation of Area to Building 


“It will be found that in our many 
attempts to allocate most advantageously 
the estimated areas to the several types 
of building under consideration, many 
suggestions and ideas spring up which 
are worthy of further study. New con- 
tacts between departments become evi- 
dent. These may result in changes in 
the existing scheme of office operation; 
may result in a better and more logical 
layout. Opportunities will be created 
to bring about modifications in systems 
which will eliminate, or reduce retrack- 
ing and permit of a smooth flow of work 
from desk to desk. Continued experi- 
ments along the lines here suggested will 
soon result in a well-developed tendency 
toward one specific type of building as 
best adapted to the company’s needs. 
At this stage of our work the prepara- 
tion of a three dimensional drawing, or 
model of cardboard, will prove helpful, 
using arbitrary ceiling heights. 

“From this study will flow a _ well- 
crystalized conviction of the number of 
floors needed properly to house the com- 
pany’s activities. Our studies will not 
progress far before our thoughts are 
found to be centering on a particular 
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year from Head Office lead service. 
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$350,000,000 insurance in force—growing rapidly 
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The Fidelity Mutual Life Insurance Company 
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style of design, an architectural treat- 
ment that will be in keeping with the 
traditions and spirit of the company. 
“The results of these investigations 
should be presented to the architect as 
a basis for his work of casting our raw 
material into a rigid architecural mould. 
It may be undesirable to allow the ar- 
chitect carte blanche in the creation of 
a design for the building. The company 
possessing a better knowledge of its 
needs, problems and preferences should 
hold the reins. A sound and effective 
treatment from an architect’s point of 
view may be, from a life insurance point 
of view, detrimental to the efficient and 
prompt transaction of business.” 

J. Perry took for his subject the 
selection of the site for a home office 
building. He declared at the outset that 
he was “completely sold” on the idea 
of a suburban location for a home office 
building in preference to a downtown 
site. His remarks were in part as fol- 
lows: 

_ “During the time when I was a prom- 
inent member of the newspaper fratern- 
ity, one of my very early jobs, and at 
which my reportorial skill brought me 
an income of eight dollars a week, there 
was one rule that was constantly dinned 
into the cubs: “Tell your story in the 
first sentence and develop the details 
afterwards.” I am going to follow that 
rule today and say in the beginning that 
I am completely sold on the surburban 
locaion idea for a Home Office building 
in preference to a downtown site. As 
a matter of convenience and to differen- 
tiate between the city type of building 
and the detached type occupying a larg- 
er ground area, I may refer to the two 
as ‘city’ and ‘suburban.’ 

“Now it may seem that I am taking 
a good many liberties in presenting but 
one side of the question, but I cannot 
help feeling that you are all so familiar 
with the typical city plan that there 
would seem to be no necessity or ad- 
vantage in dwelling upon that phase of 
the case. I believe that it is pretty gen- 
erally conceded that this business of ours 
can be carried on away from the finan- 
cial district. But there may be, prob- 
ably are, many questions as to the logic 
of breaking away from a tradition and 
moving out into a neighborhood. I cer- 
tainly have no intention of boosting my 
own company unduly, but inasmuch as 
that is the one thing with which I am 
familiar I thought that instead of you 
listening to a technical and theoretical 
report, you might consent to hear what 
the Massachusetts Mutual has done with 
the hope on my part that such a descrip- 
tion would suggest something to you and 
perhaps clear up certain doubts. 

Impossible to Anticipate Needs 

“Beginning with 1908 we had occupied 
a typical city office building which was 
located upon the most prominent corner 
in town, where it possessed all of the 
usual disadvantages of noise, dirt, fire 
hazard, and so on. This building when 
erected was planned to last forever, of 
course. We had the same experience 
with the expanding business that has 
been so common with most companies. 
When we moved into that building we 
had 200 millions of business in force, 
and in 1923, fifteen years later, and at 
which time we decided upon a definite 
building policy, we had passed the billion 
mark. And in the four years since then 
we have accumulated 600 millions more. 
Incidentally our delivered business for 
the nine months of 1927 compared with 
the corresponding time in 1926 repre- 
sents an increase of 14%. A lot of com- 
panies are doing more than that, and 
that is the real problem and the most 
important problem, it seems to me, which 
must be faced. How can any company, 
in the face of such an increase, antici- 
pate what it is going to need. ten, fifteen, 
twenty, or more years hence?” 





PRESENT AT MEMPHIS MEETING 

Inspector of Agencies James A. Mc- 
Lain represented the home office officials 
of the Guardian Life at the recent Na- 
tional Convention in Memphis. 
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New Paid-For Life 
Production Increased 


THREE-QUARTERS YEAR PERIOD 








1.3% Greater Than During the Corre- 
sponding Months of 1926; Total 
New Business $8,352,000,000 





New paid-for life insurance production 
during the first three-quarters of this 
year was 1.3% greater than during the 
corresponding period of 1926. Such in- 
surance during September was 4.5% 
less than during September of last year. 
These facts are revealed by a statement 
forwarded, last week, by the Association 
of Life Insurance Presidents to the 
United States Department of Commerce 
for official use. The compilation aggre- 
gates the new business records—exclu- 
sive of revivals, increases and dividend 
additions—of 45 member companies, 
which have 81% of the total volume of 
life insurance outstanding in all United 
States legal reserve companies. 

For the nine-month period, the total 
new business of all classes written by 
the 45 companies was $8,352,000,000 
against $8,244,000,000 during the same 
period of 1926—an increase of 1.3%. New 
ordinary insurance amounted to $5,881,- 
000,000 against $5,743,000,000—a gain of 
2.4%. Industrial amounted to $1,937,000,- 
000 against $1,876,000,000—an increase of 
3.3%. Group amounted to $534,000,000 
against $625,000,000—a decrease of 14.6%. 

For the month of September the total 
new business of all classes was $759,- 
000,000 against $795,000,000 during Sep- 
tember of 1926—a decrease of 4.5%. 
New ordinary insurance amounted to 
$527,000,000 against $524,000,000—a gain 
of .5%. Industrial amounted to $201,000,- 
000 against $197,000,000—a gain of 1.7%. 
Group was $31,000,000 against $74,000,000 
—a decrease of 57.2%. 

The new paid-for business written dur- 
ing each of the first nine months of 1925, 
1926 and 1927, as well as increases in 
1926 over 1925 and in 1927 over 1926 are 
shown in the following table: 


INSURANCE PROTECTS BUYERS 





British Life Companies Issue Policies 
In Cases of Instalment Sales To 
Protect Purchaser 
Life insurance acts as a safeguard for 
instalment sales in Great Britain, ac- 
cording to information received by the 
Bankers Trust Company of New York. 
The system which has been worked out 
has been very successful, the dispatch 

says. 

One of the essentials of instalments, 
or, as it is called in England, hire-pur- 
chase-transactions, is that the seller shall 
retain an interest in the goods until they 
are finally paid for. If, in the mean- 
time, the goods are destroyed by fire 
or some other accident, both seller and 
buyer are covered by the insurance on 
the goods. 

However, while most folks have over- 
come the old-fashioned prejudice against 
buying on anything but a cash basis, 
Bankers Trust Company believes that 
there remains in the back of a man’s 
mind the fear that he may not like 
the idea of leaving others to finish pay- 
ing for what he has bought. At the same 
time the death of the purchaser puts the 
selling firm in a position it would rather 
avoid, since it profits by what is paid 
rather than what is returned. 

To get over this difficulty, chiefly on 
behalf of the buyer, many British firms 
are now taking out policies on the lives 
of all their instalment purchasers and 
giving these free to their customers. 
The policy is taken out for an amount 
equal to the full amount of the instal- 
ments due and remain in force until the 
end of the contract. From the insur- 
ance point of view the risk is a dimin- 
ishing one, as each instalment paid les- 
sens the liability. For this reason the 
premiums are very small. For instance, 
it is possible to obtain a policy for £100, 
the instalments being spread over twelve 
months, for a premium of 10s. The in- 
surance companies are compelled to 
charge a uniform rate for every one up 
to an age limit usually 55, taking their 


NEW PAID-FOR LIFE INSURANCE—45 UNITED STATES COMPANIES | 
(Exclusive of Revivals, Increases, Dividend Additions) 
































1926 1927 
over over 
Month 1925 1926 1927 1925 1926 
ORDINARY INSURANCE 
January ........ $ 523,654,000 $ 560,289,000 $ 576,642,000 7.0% 2.9% 
February .. . 548,529,000 597,429,000 » 625,988,000 8.9 4.8 
March 654,771,000 724,454,000 740,725,000 10.6 2.2 
April 638,206,000 675,296,000 749,923,000 5.8 ce | 
ee 698,706,000 702,309,000 699,846,000 “5 —.4 
JUNE as vevkcese 638,195,000 704,852,000 696,742,000 10.4 —1.2 
FING, sccecccinss 638,833,000 658,562,000 638,866,000 3.1 —3.0 
August ........ 607,621,000 595,929,000 625,510,000 —1.9 5.0 
September ..... 525,532,000 523,915,000 526,564,000 —.3 3 
$5,474,047,000 $5,743,035,000 $5,860,806,000 4.9% 2.4% 
INDUSTRIAL INSURENCE 
January ........ $ 147,441,000 $ 227,158,000 $ 185,292,000 54.1% —18.4% 
February ....... 177,666,000 174,782,006 207,217,000 —1.6 18.6 
March ........ 193,604,000 230,203,000 241,701,000 8.9 5.0 
April... eee 196,895,000 215,504,000 227,279,000 2:5 3) 
May ...ccccees 217,735,000 235,207,000 241,662,000 8.0 2.7 
June 3 ..cccsccce 198,113,000 202,315,000 221,780,000 2.1 9.6 
TUF seisse senses 182,991,000 194,315,000 200,835,000 6.2 3.4 
August ........ 181,048,000 199.076,000 211,157,000 106 6.1 
September 175,114,000 ; 197,277,000 200,622,000 12.7 LT 
$1,670,607,000 $1,875,837,000 $1,937,545,000 12.3% 3.3% 
GROUP INSURANCE 
January ....... $ 68,957,000 56,280,000 $ 94,445,000 —18.4% 67.8% 
February .....-. 36,696,000 83,088,000 46,119,000 126.4 —44.5 
March = ...000- 40,797,000 72,368,000 103,057,000 77.4 424 
April .....2000- 66,415,000 80,663,000 46,960,000 21.5 —41.8 
pe 39,041,000 56,458,000 45,683,000 44.6 —19.1 
TORE acwnkces'o 47,565,000 69,282,000 67,817,000 45.7 —2.1 
FMF évsccsecene 54,947,000 78,125,000 54,229,000 42.2 —30.6 
DMEM oc cacies 126,885,000 55,632,000 43,977,000 —56.2 —21.0 
September ...... 37,788,000 73,456,000 31,475,000 94.4 —57.2 
$ 519,091,000 $ 625,352,000 $ 533,762,000 20.5% —14.6% 
TOTAL INSURANCE 
Janmary ok. $ 740,052,000 $ 843,727,000 $ 856,379,000 14.0% 1.5% 
February ...... 762,891,000 855,299,000 879,324,000 12.1 2.8 
Match 2.22000 889,172,000 1,027,025,000 1,085,483,000 45.5 S.2 
De sceceeece 901,516,000 971,463,000 1,024,162,000 7.8 5.4 
PER tho eoeenes 955,482,000 993,974,000 987,191,000 4.0 —.7 
EME: aeswcscens 883,873,000 976,449,000 986,339,000 10.5 1.0 
OOe ln asskensae 876,771,000 931,002,000 893,930,000 6.2 —40 
ee 915,554,000 850,637,000 880,644,000 —7.1 3.5 
_September 738,434,000 794,648,000 758,661,000 7.6 —4.5 
$7,663,745,000 $8,244,224,000 $8,352,113,000 7.6% 1.3% 





CELEBRATES 10TH ANNIVERSARY 

C. O. Shepherd, actuary for the Mis- 
souri State Life, is celebrating the tenth 
anniversary of his connection with the 
company this month. Mr. Shepherd, 
prior to his coming with the Missouri 
State Life, was associated with the Na- 
tional Fidelity Life. 


chance of securing sufficient business to 
average out the ages. There is no medi- 
cal examination and no elaborate pro- 
cedure whatever, the object being to 
make everything subservient to the main 
business of selling the goods, with in- 
surance doing its part as unobtrusively as 
possible. 


Prudential Holds 
Reception on Birthday 


MANY PROMINENT MEN ATTEND 





Fifty-Second Anniversary of Company 
Observed; E. D. Duffield, Presiderit, 
With Others Receive Guests 





Prominent men in all walks of life 
were the guests of the officials of The 
Prudential at a reception and luncheon 
which was held on Thursday, October 13, 
in honor of the fifty-second anniversary 


of the company, in the large assembly 
a of the company’s building in New- 
ark. 

Edward D. Duffield, president, and Col. 
Franklin D’Olier, vice-president in 
charge of administration, joined by a 
number of other company executives, as- 
sisted in receiving the guests. 

The officials of the company were the 
recipients of congratulations from the 
hundreds of guests present and many 
congratulatory telegrams from those who 
were unable to be present, were re- 
ceived. The reception lasted for several 
hours during which time a luncheon was 
served. 

Among those present were: — 

State Senator Frank D. Abell, Russell 
V. Adams, E. A. Allegaerth, R. D. Argue, 
- er Armstrong and Charles H. 

ult. 

J. H. Bachellor, Frederick A. C. Baker, 

Samuel R. Baker, Freeholder Edwin Ball, 
Percy Ballantine, Louis Bamberger, W. 
Albert Banister, Arthur E. Barlow, F. 
3enjamin, John A. Bernhard, Special 
Master in Chancery J. W. Rufus Besson, 
U.N. Bethell, Howard Biddulph, John O. 
Bigelow, John H. Birkett, John W. 
Bishop, Jr., William Bittles, Harold Mer- 
cer. Blanchard, Milton Elvin Blanchard, 
Jr., Milton Elvin Blanchard, William W. 
Blanchard, Postmaster Frank J. Bock, 
H. A. Bonnell, Mayor Lewis Bowden, of 
Cedar Grove; A. L. Bowerman, Ogden 
Bowers, Charles B. Bradley, William Bri- 
bey, State Senator William H. Bright 
and Dr. Chester T. Brown. 

E. L. R. Cadmus, John A. Campbell, 
State Senator Henry O. Carbart, N. A. 
Carle, John L. Carroll, H. R. Carse, J. 
Nelson Carter, William T. Carter, Jr., 
Francis Child, Hendon Chubb, Edward 
O. Clark, James A. Coe, W. A. Coe, Saul 
Cohn, Charles G. Colyer, Paul H. Colyer, 
Franklin Conklin, Jr., Joseph M. Conklin, 
Ludolph Conklin, J. H. Connor, Louis H. 
Cook, Pierre F. Cook, James W. Costel- 
lo, T. L. R. Crooks, James Crowell, Rich- 
ard Currier and T. M. Cusack. 

Edwin M. Daniels, John T. Davis, 
Henry H. Dawson, Rev. W. J. Daws>n, 
Waters B. Day, Alfred L. Dennis, Sheriff 
Conrad Deuchler, Allison Dodd, L. K. 
Dodd, -Franklin D’Olier, Thomas B. Don- 
aldson, Henry G. Duffield, Edward D. 
Duftield, Rev. Howard Duffield, Rev. Ar- 
thur Dumper, Frederick Dunham, Judge 
Nelson Y. Dungan and Harry Durand. 

Dr. Wills P. Eagleton, Dr. Luther P. 
Eisenhart, Theodore R. Elcock, Wilson 
C. Ely, John H. Ely, John Enstice and 
George Evans. 

Edward B. Fackler, Thomas L. Farqu- 
har, C. L. Farrell, Frederic J. Faulks, 
C. W. Feigenspan, Rev. Frank H. Ferris, 
Vice-Chancellor James F. Fielder, A. 
Harold Fitzgerald, Judge Dallas Flanna- 
gen, Rev. W. Hiram Foulkes, Congress- 
man Franklin W. Fort, John B. Foster, 
George D. Freeston and Felix Fuld. 

G. W. Gehin, F. B. Gerhard, Surrogate 
E. Garfield Gifford, Charles P. Gillen, E. 
FE. Gnichtel, Kenneth B. Gorden, Deputy 
Insurance Commissioner C. A. Gough, 
William E. Green, Horace C. Grice, As- 
semblyman Fred H. Groel, Albert T. 
Guenther, James H. Guest and William 
B. Gwinnell. 

Florence L. Haines, A. V. Hamburg, 
John R. Hardin, William B. Harding, 
W. F. Harris, S. B. Harrison, Sr., Rich- 
ard Hartshorne, Dr. E. Zeh Hawkes, J. 
Lewis Hay, Walter Heath, Reuben Ar- 
thur Heller, William C. Heppenheimer, 
Henry E. Higginbotham, Freeholder 
Henry C. Hines, George C. Hirst, Fred- 


————<—3 


erick Hoadley, W. F. Hoffman, Shep. 
pard Homans, Elmer F. Hopper, Burts 
S. Horner, Corwin Howell, C. F. Howell | 
Jchn W. Howell, Benjamin P. Hurd anj m 
Ralph W. Hyatt. 

Dr. Edgar A. Ill, Dr. Edward J. Il, ang 
C._H. Imhoff. I 


Paul H. Jachnig, C. B. Johnes, Assem.{ ent 
—— Agnes C. Jones, Benjamin EM mo 
ones, 

Joseph Kahrs, Judge Samuel Kalish, of 
Attorney General Edward L. Katzen. lec! 
bach, Hamilton F. Kean, E. F. Keer fi wo 
Frederick J. Keer, R. Keisler, Jr., Jamesfi tio 
P. Kelly, W. H. Kemp, Edwin A. Kirch Ii con 
William G. C. Konow, William R. Ko. “ 
now, Frank L. Kramer and Meyer cay 
Kussy. in. 


Francis Lafferty, A. B. Leach, Con-fi co 
gressman Frederick R. Lehlbach, Carl 1 


i bac one 
Lester, L. Lippmann, Commissioner Joh cen 
H. Logan, O. H. Lounsbury, Mathiafi to | 


Ludlow, Charle8 M. Lum, Ralph E. Lum, “ 
and J. W. Lushear. on: 


Van Dyke MacBride, Rev. Dr. John AM call 
MacSporran, Commissioner Andrew PJM per: 
McBride, Robert H. McCarter, U. Hi# in ; 
McCarter, Curtis W. McGray, S. SIM inv: 


Marsh, Charles H. Martens, J. H. Thay- si 
er Martin, Thomas F. Martin, Charley 


also 
E. Mather, George E. Merigold, O. Hi nes: 
Merz, John Morris Miller, I. H. Miller, case 
Special Master in Chancery Louis Hi hay 
Miller, Sidney J. Milligan, Richard PM insu 
Milliken, John F. Monahan, William LI afra 


Morgan, Wilbur A. Mott, Judge Worrall «< 
F. Mountain, George S. Mower, Free. 
holder Arthur T. Muir, Wilbur Munn, )) 
Roger Munsick, John F. Murray, Jr, 
and C. M. Meyers. 

Jacob L. Newman. 

Harry V. Osborne and Robert A. 0s 
borne. 

Herbert S. Palmer, William H. Parry 
William K. Paton, Dr. J. Allen Patton, 
Frederick W. Paul, Congressman Rat: 
dolph Perkins, A. L. Phillips, State Ser- 
ator Arthur N. Pierson, Henry C. Pitney 
Jr., Shelton Pitney, Louis Plaut, Dz 
Joseph E. Pollard, George W. W. Pot 
ter, Frank Presbrey, Julius Proehl. 

F. E. Quinby. 

James Ratray, Ernest A. Reed, | 
Herbert Reid, Edward E. Rhodes, Dick 
inson W. Richards, William H. Riker, | 
S. Rippel, Robert J. Robinson, H. ? 
Rogers, Dr. Henry R. Rose, Robert 
Ross and L. T. Russell. 

W. Scheerer, Louis Schlesinger, Alber 
I. Schulte, John H. Scott, Wallace i! 
Scudder, William H. Seely, Cephas 
Shirley, William Sillbereysen, William 
A. Simonson, Alfred F. Skinner, Albridg 
C. Smith, Frederic W. Smith, Joseph | 
Smith, Judge William A. Smith, Bird \ 
Spencer, Dr. Edward Staehlin, Thorwai 
Stallknecht, Charles P. Stanbach, Rej 
Wilson R. Bishop Stearly, John W 
Stedman, Andrew J. Steelman, T. 
Stephens, W. E. Stewart, Ernest | 
Strempel, Josiah Stryker, G. R. Swal 

Herbert W. Taylor, H. H. Thom 
Harry C. Thompson, and James E. 4 
Toms. 

Dr. G. A. Van Wagenen. 

Edward T. Ward, Waldron M. Wat 
Fred J. Wherry, B. S. Whitehead, Bot 
den W. Whiting, Attorney Vincent. 
Whitsitt, George T. Wight, W. S. W 
liamson, Sam F. Wilson, J. A. Wint 
George C. Wintringer, Lee J. Woll 
Gen. S. H. Wolfe, Howard E. Wrigh 
Mayor of Caldwell; Lester E. Wurl 
M. G. B. Whelplay. 

C. Edwin Young, Percy S. Young 



































PRES. HOUSTON ELECTED 
The Hon. David F. Houston, preside 
of the Mutual Life of New York, 
unanimously elected a member of # 
executive committee of the Associat! 
of Life Insurance Presidents at the tf 
ular meeting of the association on 
day, October 7 


bili 





MADE GENERAL AGENT 


The National Life of \ermont 3 
nounced last week the appointment ' 
Charles V. Wilson as general agent ! 
the company in North Dakota. 
headquarters will be located at 19 Bro J 
way, Fargo. 









192M October 21, 1927 
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ROUTING A DEBIT 











Representative Western & Southern 
Tells How Agent Should Plan 
His Work 

B. K. Muston, assistant superintend- 
ent for the Western & Southern, Ham- 
mond, Ind., writes in the current issue 
of the “Field News” on “The Uncol- 
lected Premiums of this Week.” In other 
words, he offers a few sound sugges- 
tions about keeping one’s debit in good 
condition. ie ee 

“To keep a debit in good condition, 
says Mr. Muston, “it must first be put 
in order. Keep a debit in route form, 
so that no time is lost in going from 
one side of the debit to another. Con- 
centration is one of the greatest assets 
to a man on the debit. 

“Get out on the debit early and work 
on schedule time, have’ a definite time to 






1, and 






.SSem- 
nin F. 







Kalish, 
atzen- 
Keer, 
























john AMM call, and be on time. Regularity and 
rew FMM persistence that the premiums be paid 
U. HIB in accord with the company’s rules will 
S. Sf invariably get results. ee 
. Thay “Keeping a debit in good condition 
Charles also means, sharp lapsing of all busi- 
©. Hi ness that refuses to pay. Never let a 
Miller case get four weeks in arrears, arrears 
ouis Hi have put many a good man out ‘of the 
hard PM insurance business, because they were 
liam LIM afraid to say how much was due. 


Worrall “Show me an agent with 10% of ar- 


, Freel rears and he will be a man who is not 
funn, DM afraid to ask for money. An agent 
‘ay, Jt should never tell the policy holder how 
many weeks are due, but how much 

money is due. ; 

A. Os “The uncollected premiums of this 

week will become the arrears of next 

Parry week, consequently the arrears of next 

Patton’ week will become lapse of the next week. 

in Rami} Arrears of the debit will mean high 
ate Sen advance payments, in turn 100% collec- 
Pitney will follow, then with nothing but qual- 

aut, Diiity business put on the books will mean 
W. Porfinet increase, a good record, and dollars 


hl. in your pocket.” 


GOOD SOURCE OF PROSPECTS 































Western & Southern News Says Many 
Ordinary Prospects Found Among 
Industrial Applications 


The Western & Southern Field News, 
in a current issue, points out that the 
vigilant assistant can occasionally find, 
amongst the industrial applications sub- 
mitted by his agents, a good prospect 


Albridg or ordinary 
josent “Take an industrial application for a 
Thorwal wenty-five to fifty cent premium on a 


young fellow in his twenties,” says The 


Rei: 
‘cin Wbews. It should be an ordinary of 
1. T. Weecurse ; all that’s necessary is to explain 
nest (mre the applicant that the same amount 


i money paid annually or semi-annually 
vill buy an ordinary. They are spend- 
ng money anyway, so why not get the 
best value for it. 

“Young people, men and women who 


R. Swail 
Thoma 
es E.3 


ete employed, are ready buyers, but they 
a ften buy thoughtlessly. They should be 
sat mold that they can buy life insurance 


heaper now than they ever can again. 
ow them the difference between the 
ate in the twenties and the forties. 

“The live assistant scans all the agents’ 
ndustrial before it is forwarded to the 
ome office. Industrial is continually be- 
Ng written on ordinary prospects, some- 
Imes because the agent is indifferent, 
nd scmetimes because he doesn’t know 






tween industrial and ordinary is clearly 
explained to the applicant. 

Take your choice between explaining 
it yourself or letting some ordinary agent 
explain it. If you explain it first, you 
get the ordinary and avoid the industrial 
lapse. If you don’t explain it first, the 
ordinary agent will explain it, then he’ll 
get the ordinary and you'll get the lapse. 





ELIMINATE THE “DEAD ONES” 





Writer in The Prudential Weekly 
Record Suggests Dropping Pros- 
pects Who Appear Unfriendly 


“Are you wasting too much time on 
‘dead’ prospects,” asks The Prudential 
Weekly Record, “those who have re- 
ceived a reasonable amount of attention 
at your hands, but who have not indi- 
cated even a flutter of interest?” 

“A great deal of the top-notcher’s suc- 
cess lies in the fact that he is able to 
quickly sense those prospects that are 

Are you canvassing a man whom 
you feel to be unfriendly to you? Then, 
why keep on, when you can put in the 
time more profitably on some one else? 

“Are you calling on prospects. who 
have repeatedly told you they could not 
pay the premium and who you really be- 
lieve would find it difficult to continue 
this insurance once their policies were 
issued ? 

“Are you dropping in on folk every 
now and then who you think are prover- 
bial procrastinators? Are you endeavor- 
ing to influence men on whom you have 
spent a number of hours and who you 
feel are not the slightest bit interested, 
but who nevertheless give you a very 
faint ray of hope occasionally, because 
they like to pass the time of day with 
you? 

“Look over your prospect list and sift 
out the “dead ones.” Center your ef- 
forts on live material and make your 
time pay better dividends.” 





HEADS CLEVELAND OFFICE 


The International Life of St. Louis has 
announced the appointment of William 
k. Stuart as manager of the company’s 
branch office in Cleveland. Mr. Stuart 
is an insurance executive of many years’ 
standing, having held similar positions 
with the Travelers at Brooklyn, N. Y., 
from 1911 to 1916, the Connecticut Gen- 
eral at Cleveland from 1916 to 1923. 
From 1923 to 1927 he was in the general 
insurance brokerage _ business. Mr. 
Stuart is a graduate of Yale University, 
class of 1903, and the New York Law 
School, class of 1907, and was admitted 
to the New York State Bar in 1907. He 
is a member of a number of social clubs. 





TO ADDRESS BOND CLUB 


John W. Stedman, vice-president of 
The Prudential, will be the principal 
speaker at the October meeting of the 
Bond Club of Philadelphia, which will 
be held October 26. Mr. Stedman’s sub- 
ject will be “Some Observations of 
Present Conduct of the Bond Business.” 


Alder Traveled 
25,000 Miles 


Memphis, Oct. 12—Some idea as to 
the amount of traveling done by a Na- 
tional Association president can be had 
when it is learned that President Alder 
traveled 25,000 miles since taking the 





FAVORS STRAIGHT CANVASS 





President Williams, Western & South- 
ern, Says Agent Who Makes It 
Need Never Worry 


President Williams of the Western & 
Southern, writing in the “Field News,” 
says: 

“It’s not what you don’t know; it’s 
what you don’t do that you know should 
be done. 

“If your past record is poor, forget 

it. If it’s good, you might just as well 
forget it, too. 
_ “You are justified, of course, in feel- 
ing proud of your record if it’s good, and 
you can also profit by remembering that 
the main factor in building up your rec- 
ord was just plain hard work. But the 
future is what concerns us now, whether 
your past record has been good or bad. 
It’s your future record that will pay your 
future bills unless you have a rich uncle 
or have already made your pile. 

“We assume, however, that you have 
to work for a living like the rest of us, 
and that you are interested in getting 
the biggest possible financial returns 
from your job. 

“As a life insurance salesman, the way 
to lay the biggest foundation for the 
biggest financial returns is to straight 
canvass. You will never have to worry 
about where your tuture business is to 
come from if you straight canvass regu- 
larly. 

“Your progress and prosfferity in the 
future depend on the amount of new 
business you write and keep in force, 
both ordinary and industrial. Your fu- 
ture new business depends on the num- 
ber of new prospects you establish to do 
business with, and that all depends on 
the number of new homes you add to 
your debit.” 











An Insurance Definition 

Frank M. See of St. Louis gave 
the following definition of insur- 
ance: 

To minimize the loss by death, to 
replace the waste incurred ‘in our 
taking off, to repair the damage to 
home and loved ones, to establish 
order and perpetuate values, to safe- 
guard the family and through it the | 
state and nation—these things have 
ever been the highest aim of the 
human race and they have given 
birth to the institution which we call 
Life Insurance—an institution born 
of life’s uncertainties and calculated 
to supply the needs of mankind. 




















Scheme to Unionize 
Metropolitan’s Staff 


Turns Out a Joke 
(Continued from page 1) 


as the girls show their fitness for per- 
manent employment they are advanced 
very rapidly. 


“This is not a new movement. My 
company and hundreds of others 
throughout the city have been ap- 


proached by the unionizers from time 
to time during the last three years. We 
have not prevented the employes from 
unionizing; the simple fact is that they 
are satisfied and do not care to join. 
“I wish to point out that this is a 
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3olshevist movement which is citywide.” 
Girls Raised Twice in First Year 

Mr. Fiske’s views were supported and 
elaborated upon by W. T. Dobbins, third 
vice-president in charge of the person- 
nel department, who did not seem at all 
excited over the union’s plans when in- 
terviewed by The Eastern Underwriter. 
He explained the rating system for pro- 
moting employes which was used by the 
Metropolitan, saying that a girl just out 
of school might be started on $12 or 
$14.a week but that after three or four 
months she was increased from two to 
three dollars, depending on her value. 
Six months later she would receive an- 
other increase in salary if her work con- 
tinued to advance so that by the end of 
the first year her salary would be about 
$17 a week. Annual increases in salary 
would then be given to her up to the 
limitations of the position that she oc- 
cupied. 

Mr. Dobbins said that boys were start- 
ed on about $16 a week and their prog- 
ress was governed by the same system 
of rating. “We keep close tabs on the 
prevailing salary market,” he continued, 
“and if anything we are ahead of it. We 
promote on merit not on seniority and 
perhaps for that reason there may be 
some, feeling on the part of those who 
do not merit promotion that favoritism 
is being shown.” 

Workers Paid for Overtime 

Regarding overtime, Mr. Dobbins said: 
“Our actual office hours are from 9 
a. m. to 4:30 p. m. with thirty-five min- 
utes for lunch and two five minute rest 
periods during the day. Once in a 
while the work requires that our office 
staff stay half an hour or an hour after 
hours, but not often. When we really 
have a volume of extra work our em- 
ployes are paid for their overtime.” 

He stated emphatically on the subject 
of dismissal that no one was discharged 
unless it was done by the personnel di- 
vision and that this was not done unless 
there was a very good reason for it. 
“Dismissals, in fact,” said Mr. Dobbins, 
“are seldom because of friction inside 
the organization but rather because 
some of our young people stay away 
from the office and show in other ways 
that they are not interested in their jobs. 
Our turnover is small considering the 
fact that we have 10,000 employes.” 

Veteran Laughs at Union’s Plans 

The Eastern Underwriter reporter 
then chatted with a man who had been 
with the Metropolitan for twenty-three 
years, who greeted the news of the com- 


pany’s office workers being unionized 
with a hearty laugh. “Why, that’s a 
jcke,” he exclaimed. “Everyone here 


knows that the Metropolitan gives the 
finest kind of treatment to its employes. 

“As Mr. Fiske says, it’s a Bolshevist 
scheme. I’ve had twenty-three happy 
years of service here and there are lots 
of others who have been here much 
longer than I have. Do you suppose our 
forty and fifty-year employes would have 
stayed that long if the company hadn’t 
paid them adequate wages. This union 
wants to get some free publicity for it- 
self so it picks out a big company like 
the Metropolitan and launches its at- 
tack.” 

And this loyal veteran who calls the 
Metropolitan Life a happy family of 
workers and Haley Fiske the father of 
them all, ended his tirade against the 
union by saying: “If any member of 
that union gets as far as this office in 
an effort to unionize me, I'll simply 
kick him out of the door.” 
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THE ELECTION OF MYRICK 
The National Association of Life Un- 
of the few business 
organizations which holds a dual con- 


derwriters is one 


vention. One convention is in the big 
kall to which flock people from all over 
the United States and Canada and 
everything goes according to 
schedule; the other convention consists 


there 


of the large amoration committee where 
everybody talks turkey and all is not 
harmonious. 

This accounts for the mysterious stop- 
ping of floor discussion, as evidenced at 
the Memphis convention of the National 
Association which at developed 
into such an exciting feature. Formerly 


times 


issues were often fought out in the open 
in the big hall while the real business 
of the convention, which is putting over 
educational and inspirational ideas, was 
sidetracked during those controversial in- 
terruptions. 

Now this has been changed and those 
who want to speak their minds can do 
so in This explains 
the long-drawn-out and highly contro- 


the committees. 


versial meetings of the committees to 
which, of course, reporters are not ad- 
mitted, even although news of what is 
taking place behind closed doors leaks 
out pretty generally. 

Enough did leak out relative to the 
differences of opinion both as to issues 
and personalities to make the election of 
Julian S. Myrick of New York president 
of the National Association understand- 
able. It was a surprise, as a few days 
ago even Mr. Myrick did not know he 
was going to be nominated. 

The leaders of the National Associa- 
tion decided that they wanted a strong 
man for president and Mr. Myrick is all 
of that. They wanted an executive, ex- 
perienced in handling controversial and 
troublesome internal situations, and that 
experience Mr. Myrick has had as the 
so-called ruler of tennis. They wanted a 
level-headed’ man, one who in the past 
has had the confidence of his associates. 
They wanted a successful man and one 


who was not located in an isolated part 
of the country. Mr. Myrick met those 
requirements. 


Incidentally, he is president of the 
New York State Association of Life Un- 
derwriters. He will enter his new posi- 
tion with numerous advantages. Behind 
him are the advertisement of the great 
insurance convention at Memphis, the 
prestige of the new American College of 
Life Underwriters, and the loyal follow- 
ing of some of the best women and 
highly successful men in the country. 
Internal difference and questions of As- 
sociation policy will be handled in a 
way that Mr. Myrick thinks is best for 
the Association and the business. 





ELLIS PARKER BUTLER DE- 
PLORES CARELESS FIRES 


Ellis Parker Butler, author of “Pigs 
Is Pigs” and other humorous bocks, 
complains that the carelessness of the 
American public with respect to throw- 
ing away lighted matches and cigarette 
butts has kept fire insurance rates so 
high that he cannot afford to have cut 
any more. 


“Now and then you will see me with 
my hair so long it hangs down over 
my collar in the back, and I am wear- 
ing a tie that is all chewed up by the 
frequent insertion of my scarf-pin. I 
look like the last rose of summer on 
the way to the poorhouse, and the rea- 
son is that my fire insurance costs me 
so much. It costs me so much I can 
afford a hair-cut only once in two 
months and I have to wait until Christ- 
mas for a new tie. 


“The reason I have to pay such high 
fire insurance is because so many of 
you are careless with matches and cig- 
arette butts. I have to pay for your fires, 
drat you! I have never had a fire and 
I expect never to have one. Years ago, 
about 1877, an aunt of mine had a fire 
in a basket of clothes she was about to 
iron, and she collected $2.14 insurance 
and that is the only fire anyone in our 
family, male or female, has had in six 
generations. We steer clear of fire; 
probably one of us was burned at the 
stake in the old days and it taught us 
a lesson. Or maybe we are looking for- 
ward and feel that we will get all the 
fire we need later on, 


“T suppose our family has paid more 
in fire insurance since we first began 
paying fire insurance than our whole 
caboodle is worth today. That is be- 
cause we usually own a $12,000 house 
with a $13,000 mortgage on it, but we 
have to carry $9,600 insurance on the 
house. 

“The moral of this may be that I 
ought not be allowed to walk around 
and look at floods. It may be that 
people ought to be more careful with 
matches and cigar butts, but they won’t 
be. I think the moral is that we should 
all keep flammable materials and liquids 
cleaned up and away from places where 
careless persons may set them afire. If 
this is done I shall be able to have my 
hair cut once a month and the world 
will be a more beautiful place, particu- 
larly in the neighborhood of the back of 
my neck.” 


—. 
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| The Human Side of Insurance 
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Sir William Carter, for twelve years Hendon Chubb, head of Chubb &§ tic 
mayor of Windsor, England, has just Son, one of the foremost marine insur- i ing 


been nominated to the office for the 
thirteenth year. Sir William, who is a 
retired insurance superintendent, has 
breken all records for the mayoralty of 
the Royal borough. Although 79 years 
of age, he rides around the famous old 
town daily on his bicycle in performance 
of his civic duties. There has been a 
mayor of Windsor since 1413, when 
Henry V reigned, but no other man has 
held the office more than three times. 
Sir William was elected a member of 
the Windsor corporation in 1902, and 
became mayor six years later. He was 
again elected in 1913 and he held the 
office for six years in succession. Dur- 
ing his first period of office he met the 
Archduke Ferdinand and the Arch- 
duchess of Austria, whose murder at 
Sarajevo was the cause of the war. 


a es 


Colonel John W. Gordon, of Gordon 
& Brown, general agents at Richmond, 
Va., for several large fire companies, 
who has been ill since early in July, is 
now convalescent. He returned recently 
from Providence, R. I., where he was 
taken ill while visiting a married daugh- 
ter there. 

en oe 


Daniel L. Coulbourn, Virginia state 
agent for the National of Hartford, is 
the proud father of a baby daughter, 
born last week. Mrs. Coulbourn, before 
her marriage last fall, was Miss Anne 
Muse Bigger, daughter of Thomas H. 
Bigger, chief clerk in the Virginia bu- 
reau of insurance. 


* ok * 


Vice-President C. A. Ludlum of the 
Home is in the West where he has been 
attending a committee meeting at West 
Baden, IIl., of the Chamber of Commerce 
of the United States, and also meetings 
in Chicago to settle the Cook County 
commission question, 


ance offices in New York City, has been M 









elected president of the Welfare Fed- lett 
eration of the Oranges. Mr. Chubb re- Am 
sides in West Orange, N. J. He has whi 
been vice-president of the Federation 54! 
for four years and has taken a prom: [blue 
inent part in welfare work in_ the gi plur 
Oranges. He participated in relief ac frst 
tivities for Belgium and was a mem- (i take 
ber of the executive committee of the sequ 
national organization for the relief off 4 lc 
fatherless children in France. Mr. 19) 
Chubb has also been connected with the that 
Orange Memorial Hospital for severd i °,00 


years. 





R.-'H. COLE 


R. H. Cole, vice-president of the Cot 
necticut Mutual, recently celebrated hi 
twenty-fifth anniversary with the com 4 
pany. He started as office boy in | ‘“ 


and, after a succession of promotion to 
was elected vice-president in 1924. 
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Putnam Brings Back A Blue Goose 

George Palmer Putnam, publisher and 
explorer, who gave an illustrated talk 
betore the New York Pond of the Blue 
Goose in January of this year, has re- 
turned from another expedition to Baf- 





T fin Island, bringing with him a solemn 
\[AN ]— and mysterious, but real blue goose. It is 
not known whether he was secretly en- 
gaged by the Ancient and Honorable 
party B Order of the Blue Goose to bring back 
inkets =a bird for preservation in the archives 
epart: BM of the order, but it is suspected that 
iment, BM such is the case. A great many mem- 
Trav- J bers of the Blue Goose have often won- 
r wile dered where a goose naturally colored 
York J blue could be found in the summer. Mr. 
of the Putnam has learned this. 
nder- “To find the breeding resorts of the 
blue goose,” says Mr. Putnam, “is one 
of the most alluring of the unsolved 
problems of ornithology. No one knows 
——— & where the blue goose goes to spend the 
summer and none of the numerous Arc- 
bb & fF tic explorers has ever found its breed- 
insur: ing grounds.” 
s been Mr. Putnam has in his possession a 
. Fed- % letter from F. M. Chapman of the 
bb re- § American Museum of Natural History 
le has Which reads: 
eration “I congratulate you! Your bird is a 
prom blue goose passing from the downy 
nthe #™ Plumage in which it was born to the 
ief ac-{™ frst flight plumage. It was obviously 
mem-@ taken near its breeding place and con- 
of the JM Sequently marks the discovery of such 
lief of M a long sought spot.” 
Mr. One of the chief things found was 
ith the that Fox Land contains in reality about 


3,000 square miles less than is shown 
on maps. 

It was in this vicinity that young 
David Putnam and Avalisha, an Eskimo, 
berhaps established the summer resort 
of the blue goose. The bird, well known 
in the winter along the coast of Louis- 
lana, has long been an _ ornithological 
Mystery, for no one knows where it 
spends the summer and no one knows 
where it breeds. It winters in the South, 
Hlies North in an almost direct line and 
then is-lost until the next year. 

ede 
Prompt Notice 


Whei a fire insurance agent was asked 
the reason for the policy clause in re- 
Sard to prompt notice of loss, he cited 
the following story: 

hen a man recently applied for set- 
tlement of a claim for fire insurance, 
the agent asked: 

“Much damage ?” 


“Not much,” th: man said, “just a 
door,” 


several 





“How much would a new door cost?” 
(About $5.” 
When did the fire happen?” 


ne ian hesitated a moment and then 
Teplied, 


he ant thirty years ago.” 

— «itty years ago? 

he “ot? ates, sir.” 

in Be And you have waited all these years 
tome report it?” 


es, sir” 








“How in the world does that come?” 
“Well, sir,” said the man, “the women 
folks at my house have been at me to 
do something about that door ever since 
it was burned, and I just couldn’t stand 
it any longer.” 
* * x 


We Thank You But—— 

We take this opportunity of thanking 
the “Insurance Advocate” for its kindly 
editorial comment of our “Gold Book” 
but of course proofreaders are not in- 
fallible. The comment reads as follows: 

The 1927 issue of the “Eastern Un- 
derwriter’s” Gold Book of Life Insur- 
ance. This famous and useful publica- 
tion is even better this year than here- 
tofore. Every life underwriter should 
have a copy an dread it. 


A Hot Editorial 


Fire Prevention Week gave the news- 
papers of the country plenty of material 
for stories, but the best one was written 
by the Associated Press. Just as Mil- 
ton R. Vail, editor of the St. Albans, 
Vt., “Messenger” was putting the finish- 
ing touches on an editorial on Fire Pre- 
vention Week, fire apparatus was called 
to his home to extinguish a blazing mat- 
tress. 

As soon as the fire was put out, the 
editorial was completed with some re- 
visions, including one which read that 
“of course, some fires are accidents.” 

* * * 


The Gold Book 


Ain’t it a grand and glorious feeling 
when, after you’ve worked and worried 
and sweated to get out a book that told 
all you: wanted it to tell, letters like the 
two printed * below come into the office? 
We'll say it is. We know. 

Here’s the first, from Richard Scheiner, 
district manager in New York for the 
Union Central Life. 

“Tt will be of interest to you to know 
how this year’s Gold Book issue was 
actually the means of preventing the 
lapse of a $25,000 policy. 

“Last quarterly premium of the first 
year, namely $102.52 was due Septem- 
ber 10th and with 30 days grace would 
have expired day before yesterday. My 
client had told me several days previ- 
ously that, due to unforeseen financial 
reverses, he would positively be unable 
to meet the premium and would have 
to allow the policy to lapse, much to his 
regret. I brought all possible pressure 
to bear upon him to meet the premium, 
pcinting out to him the fact that his 
present sudden reduced financial condi- 
tion made it so much more imperative 
to protect his wife and child who would 
be penniless without the insurance, in 
event of his death. He replied that this 
was true but he had no way to raise 
the money and there was nothing he 
could do to save the policy. 

“That evening I had taken to my home 
The Gold Book to peruse at leisure. 
Amongst the articles it contains, as you 
know, are the ones on ‘Lapsation’ on 


pages 19 and 21. I turned those pages 
down, and that evening made a spe- 
cial trip to the house of my client, and 
giving him your book | said, ‘Bill, I 
brought you over a magazine I was read- 
ing this evening, and I| turned the leaves 
down at two articles that I think you 
will find interesting reading. When you 
are through with them you might return 
the magazine to me,’ after which [| left. 

“On the day of expiration my ‘phone 
rang. It was Bill and he said: ‘I just 
mailed you a check for the premium.’ 

“While I am glad to have saved my 
commission, I am very much happier to 
have been able to save to that wife and 
child the insurance, and due entirely to 
your ‘Gold Book.’ I am sure you are 
pleased, also.” 

Cees 

Another letter we can’t resist shouting 
about comes from Julius Jonas, blind 
agent of the New York Life. It reads 
as follows: 

“If I were to write you a ten page 
letter I could hardly begin in it to tell 
you of the amount of good and the in- 
spiration and, may I say, general uplift 
the article about the sightless in The 
Gold Book has meant to the men and 
women in Braille-land. 

“Not only does your article give en- 
couragement and inspiration to the 
sightless, but it gives to the sighted an 
insight into the work and the ways and 
means that their less fortunate fellow 
faen are using to become independent 
and in turn better citizens. By showing 
the sighted how desirous these sightless 
men and women are to be able to ‘pad- 
dle their own canoes,’ it stimulates in 
them a willingness of co-operation, and 
this, more than any other one factor, 
every sightless man and woman appre- 
ciates. 

“I have been in touch with Mr. Irwin 
of the American Foundation for the 
Blind, and he has sent me a list of 
some fifteen foreign associations for the 
sightless to which I am sending a copy 
of The Gold Book. If you are able I 
wish you would send me about twenty 
more of these books. 

“In closing I again wish to thank you 
for your very kind reference to this 
writer, and to the other sightless men 
and women whom you quoted. I wish 
also to extend my sincere gratitude to 
Mr. Walter Collins for his very kind 
interest.” 

* * * 
Sorrow Follows Lapsation 

Patrolman Percy B. Salsman of Bos- 
ton, Mass., received a pitiful appeal from 
a sobbing woman recently. She called 
him on the telephone and said: “Hurry 
to Lynn. My husband is going to com- 
mit suicide and I allowed his insurance 
to lapse two days ago.” 

i 
Memphis, Tenn. 

Recently, I paid a visit to Memphis, 
Tenn., a city which has an unusual col- 
lection of insurance agents who proved 
last week that they had a lot of in- 
fluence. 

The life underwriters were in conven- 
tion there and the local life men went 
to the trust companies and asked them 
if they would co-operate in a plan to 
run some double decker—two page—ads, 
giving arguments for life insurance and 
telling about the convention. 

The trust companies had turned down 
some other businesses, but agreed to 
work with the life agents. 

In fact, they almost financed the whole 
of the advertising which extended for 
several days in several papers. The im- 
pression on the city was tremendous. 

The banks and insurance companies 
are looked upon in Memphis just as they 
are everywhere—as bulwarks of the na- 
tion economically. The advertising did 
no harm to either the five trust com- 
panies which signed names thereto or 
to the insurance interests of the city. 


Historic Memphis 
Memphis is the judicial seat of Shel- 
by County and the largest city in Ten- 
nessee. Its population is estimated at 
256,056. 
Located on the east bank of the Mis- 


sissippi River in the southwest corner 
of the state, Memphis is the center of 
the richest agricultural section in the 
United States, and serves the great and 
growing trade territory of the mid-South, 
including Mississippi, Arkansas, West 
Tennessee, southeast Missouri, west 
Kentucky, north Alabama, and the north- 
ern section of Louisiana. Owing to its 
strategic position Memphis is easy of 
access from all sections of the country. 

The only two railway bridges that 
cross. the Mississippi River south of the 
Ohio are at Memphis, one of the two 
providing for free vehicular traffic. Eight 
national highways are routed through 
Memphis, five of them crossing the river 
over this bridge. 

Ten trunk line railroads with seven- 
teen branches and the Mississippi River 
with its Federal and privately owned 
barge lines put Memphis in the middle 
of the transportation map and provide 
unsurpassed passenger facilities, and 
freight rates that compare with those 
of rival cities. 

The city stands upon a bluff some 50 
feet above the river at its high water 
mark. The Mississippi at Memphis is 
deep enough to float the heaviest draft 
barges of the U. S. Barge Line, and 
the shipping trade is extensive and mak- 
ing steady and rapid progress. Great 
fleets of barges are operated by the 
United States Barge Line of the Mis- 
sissippi-Warrior service, while a num- 
ber of private owners have barge lines 
Operating into and out of Memphis. 

i oo 
De Soto 


It was on the high bluffs at Memphis 
that Hernando De Soto, intrepid Span- 


- ish soldier and explorer, first discovered 


the great river which has since played 
so large a part in the history and up- 
building of the city. 

Among the city’s beautiful parks is 
one on the river at the site where De 
Soto and Chisca, chief of the Indian 
tribe, met in solemn pow-wow in 1541. 
This park is named for the noted 
‘Spaniard. 

That meeting on the bluffs with the 
mighty river flowing at their feet is 
the first Convention of which there is 
any record in the traditions and history 
of Memphis. It is a far cry from the 
Village of Chisca with its teepees, its 
squaws and papooses, its painted braves, 
to the modern city of Memphis with its 
splendid municipal auditorium, its luxu- 
rious hotels, its country clubs, golf links, 
parks and driveways, its industries, its 
shopping district, its theatres—all the 
varied factors in a prosperous and pro- 
gressive city. Yet in two things the 
city of 1927 and the Indian Village of 
1541 are alike. Then and now there 
was and is a welcome for the stranger 
within the gates. Then the Village of 
Chisca was a good convention site. Now 
the city of Memphis is the best possible 
convention city. 

De Soto and his band of Spaniards 
tarried awhile then went their way leav- 
ing Chisca and his successors in undis- 
puted possession of the Chickasaw Bluffs 
for a space of.132 years. The next rec- 
ord of the coming of the white man was 
in July, 1672, when Joliet and Pere Mar- 
quette, French explorer and French 
missionary, came down the river and 
stopped at what was later to be the 
city of Memphis. 

* * 
Indians 

In May, 1736, Jean Baptist le Moyne 
de Bienville sought to dislodge the 
Chickasaws and take over their terri- 
tory, but failing in the attempt turned 
south once more to New Orleans and 
Mobile. 

By treaty between Spain and Great 
Britain in 1736 the territory on the 
Chickasaw Bluffs long claimed by Spain, 
was transferred to Englaxrd. In 1783 it 
became part of the territory of the 
United States. 

Five flags have floated from the bluffs 
where Memphis now stands. First 
there was the standard of Spain, then 
the French colors went up, to be re- 


(Continued on page 38) 
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FIRE INSURANCE 











Ad Men Contribute 
Good Selling Ideas 


FIRE SESSION AT CHICAGO 





Crosby, Longnecker, Dreher, Chapman, 
Stevens and Sarles Give Talks at 
Spirited Group Meeting 





Special to The Eastern Underwriter 

Chicago, Ill, October 17.—Chairman 
Chapman of the fire group of the insur- 
ance advertising conference conducted a 
spirited session this afternoon featuring 
important angles of value to fire com- 
pany publicity men. An example from 
life was given to illustrate the mind 
of the buyer. 

Vice-President Worth of the Frank- 
lin Coai Co., Chicago, told of his meth- 
ods in purchasing the large lines of in- 
surance he carries. He uses a broker, 
hence is unaffected by company publicity 
appeals. 

Superintendent of Publicity Crosby of 
the Aetna (Fire) told of intimate things, 
of co-operation between the advertising 
and underwriting departments. Instances 
of abortive advertising campaigns were 
related where the zeal of advertising was 
frustrated by the refusal of the under- 
writing department to carry the risks 
after they had been proved. He urged 
a program of intensive sympathy and 
co-operation between the two depart- 
ments. 


J. Stevens of the “National Under- 
writer,” and J. C. Leissler of the “Chi- 
cago Journal of Commerce” told of 


proper preparation of publicity for pub- 
lication. 

Assistant Secretary Sarles of the 
“Weekly Underwriter” had an interest- 
ing article contrasting old methods with 
new in buying space in trade papers with 
valuable ideas on how best results can 
be derived from modern i insurance adver- 
tising. 

John W. iid: 
manager, Hartford Fire, out of his ripe 
experiences contributed some valuable 
ideas to the discussion following each 
paper. 

Advertising Manager Ray C. Dreher’ 
of the Boston told of his successful cam- 
_paign in advertising in a few insurance 
papers. “Tt developed openings for new 
agencies and stimulated old ones,” he 
said, “producing a tangible evidence of 
helping the premium account in all re- 
spects.” Dreher stated the campaign 
had been satisfactory to his company. 


adv ertising 





PROTEST BANK AGENCIES 


The California Association of IJnsur- 
ance Agents has requested the with- 
drawal of all insurance agency appoint- 
ments to financial institutions or to in- 
dividuals connected therewith which 
have been made since March 1, 1926, in 
a letter sent this week to every general 
agent and insurange manager in Cali- 
fornia. The subject will be taken up by 
the agents at their annual meeting in 
November. 





GLENS FALLS AIR MARKER 


The only air-way marker between 
New York and Montreal, and between 
Boston and Buffalo, has recently been 
completed in Glens Falls, N. Y. It 
stands on the roof of the home office 
building of the Glens Falls. The marker 
was planned and erected by Government 
Air Service officials and is now regu- 
larly designated and listed in all Gov- 
ernment air-route guides. 





ALBANY FIELD CLUB MEETING 

The Albany Field Club will hold a 
regular meeting today, October 21, at 
the Ten Eyck Hotel in Albany. Plans 
are to be made for the fifteenth anni- 
versary dinner to be held in November. 


REJOINS FIRE ASSOCIATION 








J. M. Thomas, One of Most Prominent 
Fire Executives in Chicago, Made 
Vice-President and Director 


John M. Thomas, who since 1923 has 
been general agent in the Western de- 
partment at Chicago of the Aetna (Fire) 
has been elected vice-president and a di- 
rector of the Fire Association, Victory 
and Reliance and a director of the Con- 


stitution Indemnity, all of Philadelphia. 
Mr. Thomas is one of the outstanding 
fire insurance leaders in Chicago and 
only a few weeks ago was honored by 
being elected president of the (West- 
ern) Union. He had already served 
with distinction on several of the Union 
committees. Mr. Thomas is also presi- 
dent of the Oil Insurance Association, 
vice-president of the Farm Association, 
a director of the Underwriters’ Labora- 
tories and of the Western Adjustment 
& Inspection Co., a member of the ex- 
ecutive committee of the Underwriters’ 
Service Association and chairman of the 
Subscribers’ Actuarial Committee. 

With his election to an executive po- 
sition with the Fire Association group 
Mr. Thomas renews the close relations 
which have existed between himself and 
President Cochran since they formed the 
firm of Cochran, Thomas & Co., general 
agents at Dallas, Tex., in 1909. Mr. 
Thomas was born at Oxford, Ind., in 
1874. From 1918 to 1923 he was West- 
ern manager of the Fire Association at 
Chicago. 





MAY SEEK RATE BODY 





Virginia Commission May Also Ask 
That State Be Transferred to 
E. U. A. Territory 

The Virginia legislative rate-probing 
commission which was in session at Wil- 
liamsburg for several days last week 
plans to hold its next meeting in Rich- 
mond October 28-29. The commission 
is now engaged in drafting its report 
and hopes to be able to put finishing 
touches on it at a subsequent meeting. 
W. C. Cottrell, secretary, says serious 
consideration is being given to the ques- 
tion of whether Virginia should not 
have a rate-fixing body similar. to the 
one now operating in Louisiana with mu- 
tuals as well as stock companies repre- 
sented, 

In the event that it is deemed inad- 
visable that such a commission should be 
created, it is intimated that the commis- 
sion may recommend that Virginia be 
transferred from jurisdiction of the 
Southeastern Underwrietrs’ Association 
to that of the Eastern Underwriters’ As- 
sociation. The report being drafted will 
undertake to cover the fire rate situa- 
tion in its entirety, according to Sec- 
retary Cottrell. 








Established 1879 


The Tokio Marine & Fire Ins. Co., Ltd. 








Wind Takes Its Toll 


Every now and then throughout the 
course of the year, extremely violent 
windstorms pay visits to various scattered 
sections of the country, leaving in their 
wake leveled buildings and many injured 
and dead. The fearful damage wrought 
by these tornadoes is often over-empha- 
sized, however, because their power is so 
tremendous and the resulting destruction 
so complete within the limited area cov- 
ered. 


What should be stressed more strongly 
by Harmonia agents selling Windstorm 
Insurance is the damage done by the 
smaller storms which are to be found al- 
most everywhere. True, they don’t de- 
molish very many buildings, but they do 
cause property damage that in the aggre- 
gate amounts to a great deal more than 
the total from tornadoes. And the area 
covered embraces practically every county 
in every state of the Union. 


When you sell a Fire Insurance policy 
sell a Windstorm policy with it. 


Progressive, well qualified 
agents, will do well to con- 
sider representction in their 
| agency for the | 
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FIRE LOSSES OFF 25% 

New York City fire losses continue 
to show excellent improvement over last 
year. For the first nine months of 1927 
the incurred losses in the territory were 
$10,695,104, compared with $14,243,576, a 
decrease of 25%. The number of claims 
is reduced by 16%%. 


TORNADO ASS’N. MEETS 





F. W. Koeckert Heads Eastern Body; 
Commissions Will Conform With 
E. U. A. Rules; Standard Policy 
The Eastern Tornado Insurance .\ss0- 
ciation held its annual meeting last Fri 
day and elected the following officers: 
Fred. W. Koeckert, United States mana- 
ger of the Commercial Union, presicent; 

A. Russell, of Hartford, vice-prest 
dent, and George F, Hayden, secretary. 
The executive committee consists of H 
H. Clutia, of the Westchester, | 
Layton of the National of Hartford, L 





UNITED STATES FIRE BRANCH: 45 JOHN STREET, NEW YORK 
George Z. Day, Ass’t General Agent 


J. A. Kelsey, General Agent 


J. Borland of th Great American, John 
Kremer of the Insurance Compat:y of 
North America and E. W. Nourse of the 
London Assurance. 

It was voted to approve the plan for 





U. S.—Statement December 31, 1926 


ASSETS . 
PREMIUM RESERVE 
OTHER LIABILITIES 
NET SURPLUS 


tornado commissions to conform to the 
rules of the Eastern Underwriters A‘ 
sociation. This proposal will be submit 


‘ted to the whole membership. The pro- 
“ . . : $8,132,324.02 posed new standard policy was discusse4, 
“ fi : s 1,981,557.73 the association having approve od a 
x . r . 790,346.75 standard policy with the proviso that the 
‘ ; ; ' $360,419.54 Eastern and Southern tornado organiza 


tions co-operate in its adoption in 4 
territories. 
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Better Protection— 


for Agent and Client 


AVE you failed to take the ultimate step 

to protect your commissions on fire risks? 

Thousands of agents and brokers have already 

made this portion of their income safe and 

tight against competition. And have written 

a lot of new business into the bargain. Here’s 
how they did it. 


They suggested to every owner ‘of unpro- 
tected property. that he put in automatic 
sprinklers. They won his everlasting good will 
and confidence by explaining that a large part, 
if not all, of the cost of sprinklers could be 
financed out of savings in insurance premiums. 
They put an end to the risk of losing his busi- 
ness by offering this proposition before some- 





body else did. 


In short, fire protection for their clients 
meant income protection for themselves. And 
while the agent temporarily lost something in 


reduced commissions, it wasn’t long before 
these reductions were made up on increases in 
Use and Occupancy, Windstorm, Plate Glass 
and allied lines. 


Let Grinnell Company help you protect 
your fire expirations. It is the pioneer and 
leader in installing sprinklers and financing 
them out of insurance savings. 


Grinnell assumes full responsibility for every 
detail. It does not farm out the construction 
work to local contractors. Its unchallenged 
financial stability is a guarantee of satisfaction. 


Read how the sprinklers-for-premiums prop- 
osition has helped agents get ahead. Write for 
the free booklet ‘““The Local Agent and Auto- 
matic Sprinklers.”’ Send the coupon to Grinnell 
Company, Inc., 253 West Exchange Street, 
Providence, R. I. 


GRINNELL 


AUTOMATIC SPRINKLER SYSTEM 








Important Facts for Agents to Consider 


1. Grinnell Company is not 
affiliated in any way with 
any insurance office. Local 
agents may, therefore, freely 
come to us with any case 
and be sure that our co- 
operation will help them 
hold their lines intact. 


2. As Grinnell service in 
engineering and installa- 
tion is national, local agents 
get close personal contact 
with our representatives in 


all principal cities. 


3. The reputation of The 
Grinnell System is unques- 
tioned. Local agents may, 
therefore, urge sprinkler in- 
stallation in the knowledge 
thatperformancewillmatch 
their promises. 


4. Grinnell handles the 


whole undertaking—financ- - 


ing, estimating, engineering 
and installation. 














Cut this out and mail at once 

















——— 
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Jersey Specials Hear 
Talk On Aircraft 


MANY ILLUSTRATIONS SHOWN 
Congressman R. Perkins Gives Inspiring 
and Instructive Address on Accom- 
plishments in the Air 





The appaling fire waste and loss of 
life that could take place, was demon- 
strated in a lecture given by Congress- 
man Randolph Perkins of New Jersey 
at the dinner of the New Jersey Spe- 
cial Agents’ Association at the Elks’ club- 
house in Newark on Monday of last 
week where he spoke on “Aircraft.” 

Congressman Perkins pointed out that 
if there was another war it would be 
fought principally in the air and the loss 
by fire that could be accomplished by 
these aeroplanes is unbelievable, to say 
nothing of the loss of life. 

Among some of the pictures he showed 
was the destructive work of a 600 pound 
bomber, which when it struck its ob- 
ject killed and destroyed everything that 
was around the object. Congressman 
l’erkins told the members of the asso- 
ciation that three years ago this country 
was far behind in aircrafts but today 
was the leader of the world. 


Our Fearless Flyers 


He also showed several pictures where 
the aeroplane built a wall of smoke 
around a city and then attacked it, de- 
stroying everything that could be de- 
stroyed. He also spoke of the fact that 
the flyers in the government service of 
today were the most fearless in the 
world. They do not stop to think of the 
miany chances they are taking but go 
on and on facing every danger as if they 
were going to some matinee, he said. 

He said that he doubted if there were 
a braver set of men in the world today 
than those who fly in aeroplanes and by 
their bravery they had to a certain ex- 
tent lessened the value of the navy. 

Pictures were also shown of new air- 
craft ships which were now known as 
“pursuit” ships, which had a speed of 
from 100 to 150 miles an hour and the 
“bombers” which traveled at the rate 
of eighty miles an hour, the latter being 
the most destructive warfare material in 
the world. 

He also gave a description of his trip 
in an aeroplane from Washington to 
New York and several other trips that he 
had made at an earlier date. 

S. R. Howard Made Treasurer 

It was announced at the close of the 
meeting that S. R. Howard, secretary, 
had been elected treasurer, in place of 
Samuel A. Mehorter, resigned, and Paul 
Thompson, special agent for the Han- 
over Fire in Newark, had been appointed 
secretary. 

The next luncheon of the association 
will be held at the Elks’ clubhouse in 
Newark, on Monday, November 14, at 
which time a prominent speaker will ad- 
dress the members. The greater part of 
the speakers at the luncheons and din- 
ners of the association for the coming 
season will be prominent men outside of 
the insurance world. 





ADMITTED TO VIRGINIA 


The Allied American Mutual Automo- 
bile of Boston, a running mate of the 
American Mutual Liability, has been ad- 
mitted to Virginia to write fire and theft 
cover on automobiles on the mutual plan. 
Donald N. Frazier, branch manager for 
the American Mutual Liability with 
Richmond headquarters, will represent 
the running mate in similar capacity 
there. 


J. Campbell Haywood 
AD 


JUSTER 
for STATE of CONNECTICUT 
Wide Experience Prompt Service 











Moderate Charges 
Tel. 221-4 Washington 
Cornwall Bridge P. O. 


Warren, Conn. 
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HEN the store of Shepherd & 
| \" Company in Northampton 
#7) bumed in 1821, the ETNA 

{|| paid its first loss... $4,000. 
The founders of AA TNA 
knew that their future depended on 
the promptness and fairness of adjust- 
ments; but there were many anxious 
hours in those early days, when no 
one knew what crippling blows the 
morrow might bring. 


ODAY the resources of AETNA 

are so fortified that it is difficult 
to conceive of a catastrophe wide- 
spread enough to seriously impair its 
Strength. Not alone in strength of 
money reserves . . . but in the conf 
dence of people everywhere. Confi- 
dence in the company . . . confidence 
in its agents... and most of all, confi- 
dence in the way in which both 
company and agents are whole- 
heartedly working together for the 
better protection of property. 




















President 
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Over 200 Present At — 
Fire Courses’ Opening 


W. QUAID ADDRESSES STUDENTS 


Tells Them Rewards of Hard Study Arc 
Building of Character and Ability 
to Progress Rapidly 





More than two hundred young men 
and women employed by fire insurance 
companies in New York City attended 
the formal opening of the fire insurance 
courses last Friday noon of the Insur- 
ance Institute at the board room of the 
New York Board of Fire Underwriters. 
Edward C. Lunt, vice-president of the 





WILLIAM QUAID 


Great American Indemnity and president 
of the Insurance Society of New York, 
presided at this meeting and after a few 
words of welcome to the students, intro- 
duced William Quaid, vice-president of 
the America Fore Group of companies, 
who delivered a short address upon the 
recognized merits and rewards of dili- 
gent application and work on these fire 
insurance courses. 

Every student taking either the junior, 
intermediate or senior fire insurance lec- 
ture course must have ambition, energy 
and courage to complete his work Mr. 
Quaid said with some emphasis. These 
courses are by no means easy and re- 
quire constant work, with time devoted 
to study that ordinarily would be direct- 
ed to seeking recreation and rest after 
Icng and hard hours in the fire insur- 
ance offices. 

Mr. Quaid told his listeners that the 
rewards for their efforts in seeking a 
broader education in fire insurance are 
immeasurable. 

“Tt is not so much the increased insur- 
ance knowledge you will gain,” declared 
Mr. Quaid, “but the building of charac- 
ter and the ability to progress that will 
be of tremendous value to you. Those 
who survive these tests of courage and 
sincerity will be in a fine position to 
serve themselves, their companies, their 
business and the community as a whole. 

The fire insurance lectures this year 
will be given as heretofore by leaders in 
the business, by men who through many 
years of experience are able to impart 
valuable knowledge to the students and 
aid them to advance rapidly. 





3 JOIN NATIONAL BOARD 
At the meeting last week of the ex- 
ecutive committee of the National Board 
of Fire Underwriters the Minneapolis 
Fire & Marine, the Birmingham Fire 0 
Pittsburgh and the New York Fire were 
elected to membership. 


couse ecomemarmmnmmet 
INSURANCE 
HARRY C. FRY, Jr., President 
307 FOURTH AVENUE PITTSBURGH 


LOGUE BROS. & CO., Inc. 
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LOYAL TO PRINCIPLE—TO LOYAL AGENTS, LOYAL 








NEAL BASSETT, President JOHN KAY, Vice-President and Treasurer 
A. H. HASSINGER, Vice-President and Secretary WELLS T. BASSETT, Vice-President and Secretary 





ORGANIZED 1855 


FIREMEN’S INSURANCE COMPANY OF NEWARK, N. J. 
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THE GIRARD F. & M. INSURANCE CO., OF PHILADELPHIA, PA. 
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ORGANIZED 1854 


MECHANICS INSURANCE COMPANY OF PHILADELPHIA, PA. 
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ORGANIZED 1866 


NATIONAL-BEN FRANKLIN FIRE INSURANCE CO., OF PITTSBURGH, PA. 








ORGANIZED 1871 


SUPERIOR FIRE INSURANCE CO., OF PITTSBURGH, PA. 
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ORGANIZED 1870 


CONCORDIA FIRE INSURANCE CO., OF MILWAUKEE, WIS. 








CAPITAL FIRE INSURANCE C0., OF CONCORD, N. H. 


HOME OFF ICES 
NEWARK, NEW JERSEY 




















| PHILADELPHIA, PA. CONCORD, N. H. . MILWAUKEE, WIS. PITTSBURGH, PA. 

Ss DEPARTMENT OFFICES 

> WESTERN DEPARTMENT P PACIFIC DEPARTMENT 

BX H. A. CLARK, Manager W. W. & E. G. POTTER, Managers 

2 844 Rush Street 60 Sansome Street 

e CHICAGO, ILL. SAN FRANCISCO, CAL. 
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New Rules Made for 
Massachusetts Exams. 


MANY EXCEPTIONS ARE LISTED 
Commissioner Monk Clarifies Law by 
Stating That Existing Agents Do 
Not Have to Pass Tests 





Insurance Commissioner Wesley E. 
Monk of Massachusetts has issued an- 
other revised set of rules covering the 
examination of persons seeking appoint- 
ments as insurance agents. Under the 
rules no person will be appointed an 
agent until he has satisfactorily passed 
a written examination to test his com- 
petency to hold such a license. Com- 
missioner Monk, however sets’ forth 
these exceptions to this rule: 

“The requirement of Rule I shall not 
apply: 

“(a) To any person who has been 
license in this commonwealth as an in- 
surance broker since January 1, 1912. 

“(b) To any person who has held a 
license in this commonwealth as an in- 
surance agent of any company or com- 
panies and who is appointed as an agent 
of another company transacting the same 
class or classes of business as the com- 
pany or companies for which he was 
previously licensed as an agent; provided 
that such person has been licensed as 
aforesaid for a continuous period of at 
least two full years at any time prior 
to the filing of the new appointment with 
the department. 

“(c) To any person who has passed 
said examination in connection with a 
license issued under said section 163 as 
an insurance agent of a company trans- 
acting the same class or classes of busi- 
ness as the appointing company. That 
is, for instance, a person w ho, after pass- 
ing said examination is licensed as an 
insurance agent of a fire insurance com- 
pany may thereafter be licensed as an 
insurance agent of other fire companies 
without undergoing said examination. 

“(d) To the renewal on June 30, 1928, 
or any subsequent year, of any agent’s 
license. 

Agents for Multiple Line Companies 

“TV. A person appointed an agent of 
a multiple line company, who proposes 
to solicit only a specified class or classes 
of business written by such a company, 
will be examined as aforesaid in respect 
to such specified class or class¢s; pro- 
vided, that the company attaches to its 
appointment a statement setting forth 
that the applicant is to solicit such speci- 
fied class or classes, the name or names 
of such class or classes, and that the 
company will not issue policies of any 
other class on any applications therefor 
which may be solicited by such ap- 
pointee; and provided further that the 
appointee shall execute a written agree- 
ment that he will solicit only such speci- 
fied class or classes of policies and that 
such agreement is attached to or en- 
dorsed upon the appointment or the 
sworn statement executed by the ap- 
pointee. ; 

“VII. These requirements apply to 
partnership and corporation agency li- 
censes; that is, the individual members 
of a firm, or the officers of a corpora- 
tion, appointed as an agent are required 
to qualify in like manner as an individ- 
ual, subject, however, to the exceptions 
named in JI, supra. 

“VIII. The next examination will be 
held on Wednesday, November 2, 1927, at 
10 o’clock a.’m., at the State House, 
Boston. All persons whose appointments 
are filed on or before November 1, 1927, 
may appear at that time for examina- 
tion. 

“Thereafter, and until further notice, 
examinations will be held at the State 
House, Boston, only on the first Wednes- 
day gf each month at 10 o’clock a. m., 
or the following day if that is a legal 
holiday.” 





GETS EMPLOYERS FIRE 
The Employers Fire has gone with 
the agency of A. Harrison Saunders at 
Richmond, Va. 











Royal Exchange Assurance 


THE STATE ASSURANCE CO. Ltd. 
PROVIDENT FIRE INS. CO. 
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INSTITUTE TO MEET 





Annual Luncheon Will Be Held on 
Tuesday, Oct. 25; Beha, Levison, 
Moir and Richardson to Speak 
The annual luncheon meeting of the 
Insurance Institute of America, Inc., 
will be held on Tuesday, October 25, 
the day following the annual dinner 
meeting of the Insurance Society of 
New York, at the Bankers Club. In ad- 
dition to the presentation of reports and 
election of officers there will be short 
talks on the work of the Institute de- 
livered by J. B. Levison, president of 
the Fireman’s Fund, Frederick Richard- 
son, United States manager of the Gen- 
eral Accident, Insurance Superintendent 


James A. Beha of New York, and Henry 
Moir, president of the United States 
Life. 

There are 173 corporate members of 
the Institute, 21 organization members, 
19 honorary members, 349 fellows and 
61 associates. Edson 5S. Lott, president 
of the United States Casualty, is presi- 
dent of the Institute and Edward R. 
Hardy, assistant manager of the New 
York Fire Insurance Exchange, treas- 
urer. The Insurance Institute is an or- 
ganization of leading importance in in- 
surance circles in this country as it is 
the center of all educational efforts in 
the business and is instrumental in of- 
fering to thousands of insurance em- 
ployes the opportunity for self-advance- 
ment in their respective fields. 
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MOWRAY TO ASSIST ROBB 





Head of Central Bureau Made Execu- 
tive Assistant to Manager of New 
York Fire Insurance Exchange 

Benjamin R. Mowray, who has be- 
come well known in New York fire in- 
surance circles through his successful 
handling of the Central Bureau to elim- 
inate free insurance, was last week pro- 
moted to the position of executive as- 
sistant to Manager Willis O. Robb of 
the New York Fire Insurance Exchange. 
This promotion is well deserved for Mr. 
Mowray has demonstrated his abilities 
as an aggressive leader and student of 
local fire insurance affairs by his capable 
handling of that difficult problem of 


_ curbing the growing amount of uncol- 


lected earned fire premiums on policies 
returned as “not wanted” after being in 
force for several weeks. 

As assistant to Manager Robb, Mr. 
Mowray will relieve him of many details 
of executive work and take over part 
of the Exchange management. At the 
same time Mr. Mowray will continue to 
guide the affairs of the Central Bureau, 
which was organized several months ago 
at the request of the New York Insur- 
ance Department. Before going with 
the New York Fire Insurance Exchange 
Mr. Mowray was assistant manager of 
the Svea and later assistant manager 
of the Reinsurance Bureau. 





NEW HAMPSHIRE MEETING 


The New Hampshire Association of 
Insurance Agents is holding its annual 
meeting on Friday, November 4, at the 
Hotel Carpenter, Manchester. During 
the morning there will be a meeting of 
the executive committee at 10:30. In 
the afternoon the business meeting will 
begin at three o’clock with reports of 
officers, general discussions, resolutions 
and election of officers. 
banquet will be held at 6:30. Talks will 
be made by Insurance Commissioner 
John Sullivan, Tom Varick of Manches- 
ter and by the Rev. Sanford Morgan 
of Lynn, Mass. 





W. A. BELL NOW IN NEWARK 

W. A. Bell, who has had a wide ex- 
perience in rating and inspection work in 
the west and who for the past several 
years has been an active member of the 
New England staff of the Aetna Fire, 
has been transferred to Newark, where 
he will be special agent for that com- 
pany. Mr. Bell has been engaged in the 
insurance business for a number of years 
and was at one time in the Marine 
Corps. 


Fire Agents Hold 
Annual Meeting 
At New Orleans 


(Continued from page 1) 

ship committee, stated that on August 
31, the National Association’s member- 
ship was 9,421 or 390 less than the year 
before. This drop was due in large 
measure to two factors, the disbanding 
of the Maryland Association and the 
weeding out of members who are not 
wholly loyal to the principles of the 
Association and the Milwaukee Declara- 
tion. 

Five Year Membership Campaign 
The National Association is launching 
an immense membership campaign to run 
five years, with a goal of 15,000 mem- 
bers by the time of the 1932 conven- 
tion. Chairman Harrington of the Ex- 
ecutive Committee told the delegates the 
details of this campaign and urged whole- 
hearted co-operation from every state 

association in the country. 

For the last twelve months the Kan- 
sas Association won the president’s cup, 
awarded annually to the association mak- 
ing the greatest percentage increase in 
membership. Kansas made a gain of 68 
members, or 33%. The New York Asso- 





ciation leads the National Association 
with 803 members. 
with 690. 
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INSURANCE— 
“The Staff of Busi- 


ness Life” 


It is an inspiring sight to look ac- 
ross the broad expanse of waving 
grain on the great wheat fields of 
the Northwest. There—bread is 
in the making for America’s millions. 


It is inspiring too, to know that 
insurance plays its part in the pro- 
tection and development of our 
agricultural resources. 


In 1926 stock insurance compan- 
ies paid over twelve million dollars 
to agriculturists on crop losses 
caused by hail alone. This in- 
demnity aided the farmer in main- 
taining his banking credit and 
avoiding losses which might other- 
wise have hindered his next season’s 
plans. 


But insurance goes even farther 
into the activities of this basic in- 
dustry which brings foodstuff to the 
American dining table. It guards 
shipments in transit; manufacturing 
processes, and stocks of the retailer. 


It facilitates credit and enables 
all, from the producer to the re 
tailer, to operate on a sound busi- 
ness basis. Bread is called “the 
staff of life;” insurance as a guaran- 
tor of credit and a protector of 
sound values might well be called 
“the staff of business life.” 


This is an advertisement by The Home In- 
surance Company of New York presenting to 
its agents the place which Fire Insurance 
takes as a vital factor of the nation’s de- 
velopment. 


The HOME !NSQRANCE NEW YORK 
Charles L. Tyner, President | 
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Boston Library Has 
Rare Fire Documents 


WRITTEN BEFORE 


One Interesting Booklet Deals With 
Reasons Why All Houses Should 
Be Insured Against Fire 


The annual meeting of the Insurance 
Library Association of Boston held re- 
cently discloses the fact that that as- 
sociation 


ALL 1685 





now possesses three original 
documents connected with the earliest 
period of fire insurance in Great Britain. 
The last of them entitled “Propositions 
for Insuring Houses from Fire” was se- 
cured by purchase a few months ago. 
Nearly ten years ago the Library se- 
cured a copy of “Arguments for Insur- 
ing Houses from Fire” printed in Lon- 
don about 1680, and subsequently a ccpy 
of a Barbon Policy issued in 1684. There 
exists in the Library of Congress an 
original copy of which a photocopy is 
in The Insurance Library Association 
of Boston, of a contemporary document 
opposing the scheme, then _ strongly 
backed in London, of establishing a mu- 
nicipal insurance office. 

It is probable that these documents 
represent about all that exists at the 
present this side of the At- 
lantic in the way of original documents 
having to do with the beginnings of 
fire insurance in England. “Arguments 
for Insuring Houses from Fire” was is 
sued from the office of Dr. Nicholas Bar- 
bon, generally accredited with being the 
father of English fire insurance “at the 
office on the back side of the Royal Ex- 
change.” Cornelius Walford, the author 
o. uw “Insurance Cyclopedia,” quotes 
extensively from this document, but says 
that while he had found various refer- 
ences to it, he had been unable in all his 
researches to find an original copy until 
in the Autumn of 1874, when after 
searching in vain in the libraries of Lon- 
don, he found it carefully preserved in 
the State Library in the city of Albany, 
New York. Mr. Relton in his “Sun Fire 
Office,” second only to Walford’s Cyclo- 
pedia as a compilation of the early rec- 
ords of fire insurance, quotes also from 
“Arguments” assigning it a place of the 
very highest historical importance, and 
assuming on the authority of Mr. Wal- 
ford that one who would view the origi- 
nal document must make the trip to Al- 
bany. 

How Book Came to Roston 

In 1915 many great collections of rare 
and costly antiquities were being broken 
up and sold in England. Among them 
was the collection of printed books, 
manuscripts, historical documents, med- 
als, engravings, pottery, etc., collected 
between 1858 and 1900 by John Eliot 
Hodgkin, F.-S. A. of London. This 
collection had been indexed in a catalog 
beautifully printed and richly illustrated 
entitled “Rariora,” published by Hodg- 
kin in 1902. A considerable part of the 
collection was devoted to prints and en- 
gravings showing displays of fireworks. 
Curiously enough tucked away among 
the prints on fireworks was a copy of 
“Arguments for Insuring Houses from 
Fire”; undoubtedly an _ original and 
beautifully preserved. In the catalog, 
this document is listed as follows: “His- 

‘torical broadsides—beginning of fire in- 
surance. Circa 1680, an interesting broad- 
side, a feeler put forth to stimulate the 
want of enterprise of house-holders who 
seem to have been slow to appreciate 
the inducement offered, etc.” As the 
sale of the collection proceeded, this 
fire insurance item found its way into 
the hands of an English broker who of- 
fered it to the Insurance Library Asso- 
ciation of Boston. 

The Insurance. Library Association 
quickly recognized the importance of the 
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AVAILABLE 


The services of a trained life insurance man are available to a 
general insurance agency desiring to develop life insurance among its 
For further information, address: 


“AGENCY,” 
THE EASTERN UNDERWRITER 
110 Fulton Street, 


New York, N. Y. 








find, but realized also that in matters 
of this kind its value would be some- 
what dependent upon the existence of 
other copies. Now it so happened that 
a few years prior to this time fire had 
damaged the capitol building in Albany, 
New York, and with it the collections 
of the New York State Library housed 
within it. Inquiry of the New York 
State Librarian disclosed the fact that 
no trace could be found of the old Bar- 
bon document and that in all probability 
it had been destroyed in the fire. 

Dr. Nicholas Barbon was a man of 
many interests. He was a real estate op- 
erator on a vast scale; he played an im- 
portant part in the rebuilding of Lon- 
don after the conflagration; he sat in 
Parliament; he wrote on economic sub- 
jects of current interest; he put into 
practical operation the first English 
scheme for insuring against fire as we 
now understand the term. He seemed 
for a time to have operated alone, but 
around 1680 he associated with him 
others and undertook to form what 
afterwards became known as -the Fire 
Insurance Office. For more than a year, 
he agitated his scheme by all the arts 
of publicity known at the present time. 
He wrote letters and caused others to 
write letters to the newspapers. He 
printed and distributed “broadsides”; he 
held public meetings; he conferred with 
lawyers; he discussed in public every 


phase of the project which was eventu- 
ally to lay the foundation of our pres- 
ent methods of fire insurance. It was 
during this period of propaganda that 
“Arguments for Insuring Houses from 
Fire” was issued. In it are contained 
most of the reasoning and a sufficiently 
clear explanation of the scheme in which 
he was undertaking to interest his fel- 
low citizens. 


Arguments Printed Before 1680 


The exact date of “Arguments” is not 
known, but it must have been shortly 
prior to May, 1680, for the broadside 
opens with a reference to “Propositions 
for Insuring Houses from Fire”; and 
Fropositions states that the office is to 
be opened the subsequent Thursday 
“being the 6 of May instant’ (1680). 
Moreover, a paragraph says that four- 
teen years have elapsed since the great 
fire (1666). In the “Propositions,” 
which is a circular almost identical in 
size and formation with “Arguments,” 
the public is reminded that “There is 
no Design more universally desired by 
Landlords and Tenants of Houses, than 
-such as may secure their Interests from 
Loss by Fire, and because such Losses 
happen either by the carelessness of 
Servants or evil Designs of wicked Peo- 
ple, and are not in the power of either 
Landlord or Tenants to prevent. It is 
very reasonable that such Losses should 
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Editorial 


For some years following the time when 
automobile manufacturers placed whip- 
sockets on the dashes of their horseless 
carriages, cars were sold without tops, 
windshields, lamps, and other accessories 
which later came to be considered parts 
of the automobile. These had to be 
purchased by the owners separately and 
installed by local mechanics. 

Current cars are not considered ready 
for delivery unless they have bumpers, 
stop lights, windshield wipers, and 
numerous other necessities formerly 
thought of as extras. 

Fire insurance has its accessories which 
will soon be considered standard equip- 
ment rather than extras. 

Rent insurance is one of these. More 
and more rent and rental value insurance 
is being sold and its importance being 
acknowledged. Its cost is so low in 
comparison with the protection it gives 
that rent insurance should be sold as 
standard equipment with the fire policy. 

Windstorm insurance is another“extra” 








which should be included with every 
fire policy. In certain sections of the 
United States windstorm or tornado in- 
surance is valued more highly than fire 
insurance; but, since windstorms occur 
in all parts of the country, the coverage 
should be universally sold. 

Explosion insurance is another acces- 
sory coverage which should be added to 
the fire policy. 

Sell insurance. the modern way—com- 
pletely equipped. 


Harris & SPEAR, Inc, California 
General Agents for the Ohio Farmers, 
recently announced several changes in 
their organization. Leonard Hoop, 
manager of the city department, becomes 
superintendent of agencies, H. J.Gloyn, 
assistant city manager, advances to thc 
position vacated by Mr. Hoop. 








WuHetHer Ford’s long awaited new 
model comes out or not, the Ohio Farmerc 
Insurance Company will continue to write 
automobile insurance. 








be repaired by a Common Contribution, 
which can no otherwise be done but by 
an Insurance Office, by which the gen- 
erality of Houses for a small sum being 
insured, the Losses from Houses burnt 
are made good by the Insurance Moncy 
or Premium of those great number of 
Houses that are not burnt.” 

One must remember that insurance at 
this time possessed all of the novelty 
of a new and untried project; and that 
Barbon and his associates had to win 
for it a hearing is evident from the elab- 
orate arguments advanced in this docu- 
ment. “The Advantages of such a Ie- 
sign to the Owners of Houses,” it says, 
“are many.” 

“First, It will improve the value of 
Houses: for the Rents of the City of 
London were it not for their casualty 
from Fire, would be esteemed the best 
Rents in the Land; not only in respect 
they are more punctually paid when 
due, as because they are paid quarterly, 
and those of Land but half-yearly, which 
is a great advantage to the Landlords, to 
those that live on their Rents, whose 
occasions being more frequent, they are 
more ready to comply with their Ex- 
penses: And to those that have an 
Overplus, the often payments make a 
considerable difference in advance of in- 
terest; so that were thev freed from this 
Casualty the Value of Houses would be 
much advanced; and whereas, because of 
that danger, the Inheritance of Houses 
now are not worth above 14 or 15 years 
Purchase, they would then be worth 18 
or 20, and the Leases would rise in pro- 
portion. 

“2. It would make Houses a better 
Security, and more money would be 
lent upon their Value than now is, be- 
cause if the Security be burnt, the 
Lender is in some possibility of losing 
his Money. 

“3. It is no small advantage to be 
freed from those melancholly apprehen- 
sions of being undone in a night, as 
those are subject to who have their 
whole Estate in Houses; for the like 
misfortune hath too often hapned to 
many.” 

There had been much discussion of the 
“quantity” of the fund necessary to se- 
cure so great an undertaking. As to 
this the document says, “It is proposed 
to settle at first, (as they find encour- 
agement), either £1500 or £2000 per 
Annum in Ground-Rents, free from In- 
cumbrances; which will be to the Value 
of Thirty or Forty thousand pounds; 
these to be in trust for this use upon 
some of the most considerable Persons 
that Insure, or some other eminent Per- 
sons, to make good the Losses from 
those Houses that are burnt. And when 
Ten thousand Houses are Insured, to de- 
posit or lay out Ten thousand pound, to 
be settled as the former. And so for 
every Ten thousand Houses the same 
Sum: So that if ever all the Houses 
in the City and Suburbs should be In- 
sured, the Security will be increased to 
above 150,000 pounds.” 





NOVEL INSURANCE SCHEME 

At the recent Baden-Baden Confer- 
ence of the German Underwriters’ Asso- 
ciation a novel insurance scheme, which 
will interest the entire underwriting 
world, was unfolded. Briefly the idea 
underlying this scheme is that where 
an underwriter accepts more business 
than his share of the amount placed in 
the market, he shall pay into a fund a 
fine, and from that fund those under- 
writers who have written less than their 
share of the business placed in the mar- 
ket will receive compensation. ‘The 
working of the scheme is not as com- 
plicated as it appears to be; the share 
of each underwriter being determined 
by the proportion which his premium 1n- 
come bears to the income of the mar- 
ket as a whole, and the amount of fine 
payable by those who exceed their share 
being determined by the’ calculation © 
the amount of the excess, and on that 
amount the suggestion is that a fine of 
3% should be paid. The compensation 
of companies writing less than theif 
share is determined in the same manner. 
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Cash Capital 
Ten Million Dollars 


NEW YORK 





Tom Morton’s agency always seemed to get in on 
the ground floor. When new buildings were con- 
structed and other agencies came around looking for 
business they found that Tom had already sewed up 
all the insurance in sight. 

I met him the other day with a-roll of blueprints 
under his arm. ; 

“What’s the idea”, I asked, “have you become an 
architect?” E 

“No, not exactly” he replied, “these are plans for the 
new plant the Blank Co. is going to build. Iam going 
to show them that certain changes will make their 
building more fire safe and reduce their insurance 


rate—it means a considerable saving in premiums on 
a half million dollar risk.” 


That is why Tom Morton gets in on the ground 
floor—he is on the job before there is a ground floor. 


Ask anybody in town if they know him and invari- 
ably they reply—‘‘ Why yes, he is the insurance man.” 
Of course he represents the— 
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Short Sketch Of 
Hawaiian Fire Board 


GEORGE H. COWAN PRESIDENT 





In Existence Since 1886; Formerly a 
Rate-Making Body; Now Agents’ 
Body Within National Ass’n 
George H. Cowan, the new president 
of the Board of Fire Underwriters of 
the Territory of Hawaii, now an agency 
organization, was born in Quebec, Can- 





GEORGE H. COWAN 


ada, and is a Canadian by birth but an 
American by naturalization. He went 


to Hawaii shortly after the overthrow 
of the Hawaiian monarchy and took part 


in the revolution on the side of the 
Provisional Government at the time the 
royalists tried to restore the monarchy. 
He has been in the employ of Castle & 
Cook, Ltd., sugar factors, steamship and 
insurance agents, for thirty-three years, 
and has been the superintendent of their 
insurance department a part of that 
time. 

History of Board of Underwriters 

On April 18, 1886, the quiet of the 
Sunday afternoon in Honolulu. was 
broken by an alarm of fire from the 
corner of Smith and Hotel streets, Mr. 
Cowan tells The Eastern Underwriter, 
which was in the heart of the congested 
Chinese quarter. This fire burned be- 
tween fifty and sixty acres, causing loss- 
es of about a million and a quarter dol- 
lars, with insurance of $228,000. 

It was immediately after this fire that 
the Board of Fire Underwriters of Ha- 
waii was established. A Mr. Thomas, 
who came to Honolulu to adjust the loss 
claims for some of the insurance com- 
panies, started the movement and, after 
the formation of the board and at its 
request, Mr. Thomas rated what was 
left of the town. 

The object of the Board, as stated in 
its constitution and by-laws, was “to pro- 
mote correct practices in underwriting, 
and to establish and maintain equitable 
rates of premiums upon all property in- 
sured by its members, and also for the 
prevention of careless endorsements and 
authorizations of non-concurrent poli- 
cies.” 

The by-laws were signed by all insur- 


’ ance agents, and F. A. Schaefer, of F. A. 


Schaefer & Company, was elected presi- 
dent. G. W. Macfarlane was the first 
vice-president and A. Jaeger the first 
secretary and treasurer. 

The Board of Fire Underwriters of 
Hawaii has been in continuous operation 
since its organization in 1886, and it 
maintained jurisdiction over rates until 
1918 when the present law requiring in- 
surance companies to belong to or main- 


tain a rating bureau went into effect. 
At this time the Hawaii Rating Bureau 
was organized for the purpose of assum- 
ing jurisdiction over rates, in accord- 
ance with the provisions of the new law. 

Since 1918 the board has continued to 
function as an agency organization, and 
in July, 1927, its constitution and gen- 
eral rules were amended to include auto- 
mobile insurance, exclusive of liability 
insurance. 

The board, as a body, is affiliated with 
the National Association of Insurance 
Agents, and each member of the board 
is enrolled as a member of the National 
Association. It has been successful in 
its government of agency affairs, large- 
ly due to the loyalty of its membership. 
All fire insurance agents doing business 
within the Territory of Hawaii are mem- 
bers of the board and there have been 
no rate wars nor cut-rate competition 
within its jurisdiction. 





HARTFORD AGENTS’ ADV’T. 

Sixteen of the leading fire insurance 
agencies of Hartford got together and 
bought a page of space in Monday’s is- 
sue of the Hartford “Courant” to devote 
to a well-written and well illustrated 
message on fire prevention. The public 
could not have missed very well reading 
this message, which indicates what insur- 
ance agents can do in aiding to spread 
the gospel of lessening the country’s 
fire waste. 


ADDS INSURANCE FEATURE 
Since* coming into the hands of Lord 
Beaverbrook, the millionaire Canadian 





newspaper magnate, “The Evening 
Standard,” the doyen of the London 
evening press, has undergone many 


changes, important among them being 
the strengthening of the financial fea- 
tures and the inclusion therein of a 
weekly insurance article. The article as 
a rule is a clear and concise handling 
of some insurance point of wide general 
interest. 


INSURANCE DAY IN CONN. 





November 30 Date Set, Meetings and 
Banquet Features, Fourth 
Year : 

November 30 will be Insurance Day 
in Connecticut, when the fourth annual 
meeting and banquet of insurance men 
in Connecticut will be held at Hart- 
ford it was decided at a meeting of last 
year’s committee held last week. 

A luncheon and banquet will be held 
at the Hotel Bond in all probability and 
business meetings at which prominent 
insurance men will talk will be held at 
one or more of the local companies. 

Insurance Day is sponsored by Com- 
missioner Dunham. The insurance com- 
p nies of the state, the Connecticut Life 
Underwriters’ Association, the Connecti- 
cut Fire Underwriters’ Association and 
the Connecticut Association of Field 
Men and Special Agents. 

Members of last year’s committee who 
decided to appoint a new committee, in 
charge of arrangements are James L. 
Case, of Norwich, chairman; Thomas 
L. Faulkner and Charles Page of Hart- 
ford, and Donald G. North, of New 
Haven, secretary. 





DECLINES LORD MAYORALTY 


A surprise was sprung upon London 
civic circles recently, when Sir Harold 
John de Courcy Moore, who is next in 
rotation for the office of Lord Mayor of 
London, tendered his resignation at the 
aldermanic election. As a result Alder- 
man Sir Charles Batho was elected for 
the office of Lord Mayor for 1928 in 
his stead. Sir Harold’s action is with- 
out precedent, but the fact that the of- 
fice demands the service of a good host- 
ess may have caused him to stand down. 
Sir Harold, who is a member of Lloyd's 
Corporation, did not re-marry after his 
divorce. 














PACIFIC COAST DEPT. 
Cc. E. ALtan, Manager 
114 Sansome Street 

San Francisco, Cal. 


All Aboard for A Record 
Run to Increase Your Income— 


Sell the Side-Lines Also 


NORTHERN ASSURANCE COMPANY LIMITED, 


OF LONDON 


UNITED STATES BRANCH 
80 JOHN STREET, NEW YORK 


R. P. Barzour, Manager 
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Kansas Rate Ruling 
Astounds Companies 


MORE RADICAL THAN EXPECTED 





Appeal of Decision Will Await Action 
Before United States Supreme Court 
of Missouri Rate Case 





Fire insurance leaders in New York 
did not know early this week whether 
or not there would be an appeal taken 
from the decision of the Kansas Su- 
preme Court on fire insurance rates. At 
the present time the Missouri rate case 
is before the Supreme Court of the 
United States and it is likely that the 
results of this decision, to be made some 
time during the winter, will establish 
the correct rate formulae for all state 
disputes. 

To use a common expression, the fire 
companies took an awful wallop when 
the Kansas Court decided by a vote of 
5 to 2 that fire insurance profits should 
be determined from all the income of 
the companies, including premiums, in- 
vestment returns and all other income, 
minus expenses and losses. This deci- 
sion is one of the most sweeping ever 
handed down because it introduced an- 
other element in fixing profits, namely 
this: that the capital and surpluses of 
all the fire companies should be added 
together, and the amount representing 
the proportion which the total premiums 
written in Kansas bears to the total 
premiums of the companies shall be used 
as the basis for establishing profits on 
Kansas business. 

On this question of capital allocation, 
with which attorneys in New York hav- 
ing fire insurance connections heartily 
disagree, the court said: 


Text of Rate-Fixing Ruling 

“The premium rates, to produce a fair 
return, to which the stock fire companies 
are entitled, are such as will yield a fair 
return upon the present value of their 
capital used and useful in the insurance 
business, allocated to the state of .the 
rate in question upon a consideration 
of all the insurance business transacted 
by such companies within the state com- 
pared with such business transacted by 
them elsewhere.” 

In discussing the method of fixing 
the rates, the court said: 

“In the cases of late years it has been 
uniformly held that the companies are 
entitled to a rate which, after payment 
of proper and necessary expenses and 
charges, will yield a reasonable return 
upon the value of their property used 
an! useful in the business.” 

In discussing the consideration of in- 
vestment earnings, the court said: 

“Plaintiffs contend their investment 
earnings are entirely independent and 
etingd from underwriting profits and 
should not be included in their gross 
income for rate making purposes. We 
are unable to see merit in this conten- 
tion. No reason suggests itself why the 
business of insurance should not be re- 
garded as a whole. So far as the real 
Owners of the business, the stockholders, 
are concerned, all income arising from 
the esi ap and all expenses and loss 
incilent thereto should be considered and 
must of necessity be considered in deter- 
mini ing whether or not there has been a 
Profit and the extent and the amount 
thereof. In estimating profits for the 
Purpose of declaring dividends, unearned 
Premiums are required by statute to be 
reserved. This requirement is primarily 
in the interest of solvency.” 


Computation of Profits 


Upon the principle of the computation 
of undetwriting profits, the court said: 

“The real difficulty with plaintiffs on 
this branch of the case is this: After 
aving persuaded the referee and the 
court below to disregard the value of the 
Capital used in the insurance business as 
the sum on which they are entitled to 
make a reasonable profit, and. to disre- 
Sard income from investments required 
y statute to be made by them in con- 
Ucting the insurance business, both of 
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W. E. MILLER KILLED 
Partner of Fred S. James & Co. in 
Chicago Falls Twelve Stories From 
His Office Window 
Walter Everett Miller, a partner in 
the firm of Fred S. James & Co., of Chi- 
cago, was killed instantly when he fell 
from a window of his office in the In- 
surance Exchange in Chicago last Sat- 
urday morning. Mr. Miller had com- 
plained of feeling faint, opened a window 
in his office, lost his balance and fell 
twelve stories to the street. He was 
forty-nine years of age and had been 
with Fred S. James & Co. since Janu- 
ary 1, 1926. Prior to that he was with 
the Westchester for six years as man- 
ager of the Western department. Mr. 
Miller is survived by his widow and two 

sons. 





H. R. GIBBLE DIES 

Harry R. Gibble, recently elected presi- 
dent of the National Association of Mu- 
tual Fire Insurance Companies, died last 
week. He had been secretary and treas- 
urer of the Lititz Agricultural Mutual 
Fire, of Lancaster, Pa., and had been 
for a time chairman of the board of 
Juniata College. 








which conclusions we have now deter- 
mined to be erroneous, and having the 
inquiry as to their profits limited to pre- 
mium receipts, less losses and expenses, 
they have failed to show what has be- 
come of all the premium receipts, what 
profits, if any, resulted from premiums 
received. If profits of plaintiffs are to 
be computed from underwriting business 
alone, the method pursued is not impor- 
tant. All that is required is that it be 
some accurate method and that it be 
complete.” 
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BOSTON INSURANCE COURSES 





Fire Lectures to Start November 11; 
Names of Lecturers Given; Casualty 
Course to Begin November 8. 

The evening courses of the Insurance 
Library Association of Boston will be 
resumed in November. The course in 
casualty insurance will start Tuesday, 
November 8; the course in fire insur- 
ance, Friday, November 11. The sub- 
jects to be covered in casualty insur- 
ance are those of the second year of 
the course recommended by the Insur- 
ance Institute of America, Inc. The sub- 
jects to be covered in fire insurance are 
those recommended by the Institute in 

the senior year. 

The lecturers in the fire 
course include William B. 
general agent, 


insurance 
Medlicott, ex- 
Atlas Assurance; E. T. 
Cairns, vice-president of the Fireman’s 
Fund; Milton F. Jones, manager, New 
England Bureau of United Inspection; 
Gorham Dana, manager, Underwriters’ 
Bureau of New England; Walter L. 
Came, attorney-at-law; Howard P. 
Forbes, special agent and engineer, In- 
surance Company of North America; 
Charles W. Mowry, assistant manager, 
Factory Mutual; William D. Milne, su- 
perintendent of surveys, Underwriters’ 
Bureau of New England; and H. N. 
Rasely, secretary, Burdett College. 





NEW PROPERTY DAMAGE FORM 

The  Baltimore-American, through 
their Philadelphia agents, Frizzell & Co., 
are now writing a new form of property 
damage under inland marine forms. This 
insurance protects owners of property 
on the ground from any loss sustained 
through falling aircraft. Rates for this 
coverage are 12% cents a $100 with the 


‘usual co-insurance provisions. 


“ 
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Quaid Gives Advice 
On Hotel Insurance 


15 HOTELS BURN EVERY DAY 





America Fore Vice-President Gives 
Some Good Tips on Relations Be- 
tween Agents and Assureds 


William Quaid, vice-president of the 
America Fore Companies, recently grant- 
ed an interview to Leo E. Thieman of 
the Casualty Information Clearing House 
of Chicago, in which he discussed the 
problem of hotel fire losses and the im- 
portance of giving careful study to pro- 
visions of policies covering these haz- 
ards. This interview has been published 
as.one of a series by Mr. Thieman in 
the October number of the “Hotel Bul- 
letin.” 

“We discussed fires generally and Mr. 
Quaid told me, according to Mr. Thie- 
man, ‘that one’ dwelling burned every 
four minutes, one farm building every 
seven minutes and five churches every 
day. He used these figures to point out 
to me how absolutely vital it is not only 
for the hotel men, but for everyone, to 
have proper fire insurance, and how nec- 
essary it is for the hotel man to be per- 
fectly sure at all times that his insur- 
ance was in order and was properly 
written. 

“Mr.-Quaid further stated that the ho- 
tel man should get the habit of treating 
insurance with the consideration it is en- 
titled to, for the reason that when the 
fire occurs the fire insurance policy is 
so vital that oftentimes it is all there 
is between the hotel man and bankruptcy, 
or life savings wiped out. When a hotel 
man buys furnishings or supplies for his 
commissary department he gives his in- 
dividual attention to such purchases, not 
alone for the purpose of getting the best 
price, but to be perfectly sure of the 
quality of the article he is purchasing; 
whereas, in insurance, he often merely 
calls up his agent and tells his agent 
how much insurance he wants without 
discussing with his agent or broker all 
the aspects of his insurance needs. 


Urges Hotel Man to Study Co-Insurance 
Clause 





“Mr. Quaid strongly urges every hotel 
man to get his agent or broker to ex- 
plain the co-insurance clause, which is a 
part of all fire policies, and then go over 
the values of his risk: to be perfectly 
sure that he is carrying sufficient insur- 
ance for proper coverage. Incidentally 
Mr. Quaid pointed out that the National 
Retail Dry Goods Association’s Hand 
Book on Insurance, in its chapter on co- 
insurance, stated not only the fairness 
of co-insurance but the fact that, without 
co-insurance, hazards could not be prop- 
erly measured. 

“‘Supposing,’ Mr. Quaid said, ‘that any 
reader of this article was the owner of 
one of the fifteen hotels burning every 
day. Would not that reader give any- 
thing to have his risk fully protected not 
only with fire insurance, but with use 
and occupancy insurance, rental insur- 
ance, and any of the other coverages 
available ? 

“‘Take as an example,’ said he, ‘that a 
hotel was leased and a large amount of 
money spent by the lessee on improve- 
ments, and the lease carried the usual 
fire clause ‘that in case of fire the lease 
would be cancelled, what would happen 
to the improvement paid for by the 
lessee. You see,’ he continued, ‘insur- 
ance is just as vital to the big operation 
as it is to the small operation, for it is 
true that the investment and insurance 
are proportionate, and therefore the 
values protected hold the same relative 
position irrespective of the amount of 
money involved or the size of the risk.’” 





PHILADELPHIA CHANGE 
Tifft-Layer & Co. have been appointed 
Philadelphia agents for the National Se- 
curity, succeeding the home _ office 
agency for that company held by the 
Insurance Company of North America. 
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Criticizes “Deviation” _ 
Rates And Separation 


LETTER OF IDAHO LUMBERMAN 





Says “Deviation” Will Start Rate-War; 
Defense of Non-Board Fire Com- 
panies Is Waged 





A letter written to Director of In- 
surance Neifert of Idaho by the Potlatch 
Lumber Co., of Potlatch, Idaho, in which 
deviation rates and separation of insur- 
ance agencies was discussed, has attract- 
ed considerable attention on the Pacific 
Coast. The letter, which was used verb- 
atim in a bitter attack on fire insurance 
companies published in a coast business 
newspaper, reads as follows: 

“You request that we state our posi- 
tion more fully on the contemplated 
action of the board companies in filing 
deviations from the regular bureau rates 
in Idaho and on their concerted action 
in trying to force non-board companies 
out of the Idaho field. 

“Tf we are correctly informed, there 
may be a grave question as to the legal- 
ity of deviations. As we understand that 
the matter is being threshed out in Ore- 
gon, and our Idaho law closely follows 
the language or intent of the Oregon 
law, it would seem to be the part of 
wisdom to at least await an Oregon de- 
decision before taking final action in 
Idaho. 

Would Start a Rate-War 

“Purely from an economic standpoint, 
the proposal is wrong. If it is carried 
out, it will surely precipitate a rate war 
which will just as surely result in such 
low premiums as to be unprofitable to 
the companies and will financially em- 
barrass the local agents. Neither the 
companies nor their special agents will 
admit it now, but it is certain that, if 
the board companies succeed in killing 
off competition of the non-board com- 
panies, they will eventually increase the 
Idaho rates to a much higher point than 
at present in an effort to recoup the 
premium losses suffered as a result of 
deviations put into effect now. 

“Of course, we all know that the pre- 
mium income which the board compa- 


nies get from Idaho is comparatively 
small and unimportant, and that a very 
substantial reduction in Idaho will 


amount to but little in their total income. 

\ substantial and permanent reduction in 
our rates would be of great advantage 
to the buyers of insurance, but we feel 
absolutely certain in our own minds that, 
if such reductions are made now and 
under existing conditions, they will re- 
main in effect only long enough to elim- 
inate competition and that then the rates 
will be increased to a point where the 
net result, over a term of years, will be 
higher average premiums on a given 
risk than if such cutthroat practices had 
never been initiated. The only outcome 
of this proposal, as we see it, will be 
that the local agencies will be badly 
hurt while the fight wagers, and that, 
in the end, the insurance buyers of 
Idaho will have had to pay more for 
their protection. 

“Then, too, there is room for consider- 
able doubt that the board companies 
will win any such fight. Our own guess 
is that they will not. 

Opinion on Separation 

“As regards the concerted action of 
the board companies in withdrawing 
from all agencies which write insurance 
in non-board companies we feel that this 
is a serious mistake or worse. The mana- 


gers and general agents of the great 
insurance companies are fallible and 
make mistakes just as we all do. The 
higher and bigger they are, the harder 
they fall. You will recall how hard 
they fought our present Idaho rating 
law. They must have spent a small for- 
tune in that fight. The law went through, 
in spite of their best efforts to defeat 
it. Now there is probably not one of 
them but would spend their money like 
drunken sailors to prevent its repeal. 

“In the present fight against the non- 
board companies, they are wrong again. 
Instead of forcing big, desirable lines 
into the board companies, their action 
is surely going to throw these lines into 
non-board companies, the mutuals and 
the inters. People simply won't stand 
for such tactics. Some of the big busi- 
ness coporations and all the railroads 
found this out years ago, and we are 
surprised that these insurance men have 
not learned the lesson. 

“While we are not lawyers, and have 
not consulted our attorneys on the sub- 
ject, to us, as laymen and businessmen, 
it would seem that everything connected 
with the attempt of the board compa- 
nies to force out their non-board com- 
petitors smacks of a general conspiracy 
and to run counter to our Federal laws 
against combinations in restraint of 
trade. It seems to us that they are on 
very thin ice, and that someone should 
go to their rescue. 

“Possibly you are the man to throw 
them a line and pull them ashore be- 
fore they break through and go under 
the ice of an aroused public sentiment.” 





JARDINE ON FARM FIRES 

Emphasizing the seriousness of fire 
losses on American farms, Secretary of 
Agriculture William M. Jardine has is- 
sued a statement urging farmers to give 
more attention to fire prevention the 
year round. 

Last year, Secretary Jardine pointed 
out, fires on farms and in rural commu- 
nities took a toll of approximately 3,500 
lives, and damaged or destroyed prop- 
erty to a value estimated at $150,000,000. 
This annual farm fire loss is all the more 
deplorable, Secretary Jardine continued, 
when it is realized that such waste is es- 
sentially needless and could be prevented 
to a very large extent by the elimination 
of carelessness and the adoption of ef- 
fective and recommended equipment and 
methods which have been proved effec- 
tive. 





WILL SPLIT UP STOCK 


Directors of the Baltimore American 
of New York and of the Peoples Na- 
tional Fire of Delaware, both of which 
companies are members of the National 
Liberty group, voted last Friday to 
change the par values of the stocks. 
Stockholders of the present $100 par 
value stock of the Baltimore American 
will receive ten shares of $10 par value 
for each share now held, and the Peo- 
ples National stock will be split two and 
one-half for one. That is each holder 
of the present $25 par stock will be 
given two and one-half shares of $10 
par for each share now held. 





RUSH FOR JEWELRY COVERS 


A. B. Jackson of the jewelers’ block 
policy department of the home office of 
the St. Paul Fire & Marine is in New 
York assisting Manager William F. Boy- 
lan in the handling of the heavy busi- 
ness of this class caused by the collapse 
of the Jewelers’ Safety Fund Society, 


now in liquidation. 


“Denver Post” Attacks 
Fire Insurance Rates 


FINDS “HUGE PROFITS MADE” 





Calls Upon Denver Citizens to Form, 
Own Fire Companies and Thus Grab 


for Selves Mythical Millions 





The need for the thorough public re- 
lations campaigns sponsored by the Na- 
tional Board of Fire Underwriters and 
the National Association of Insurance 
Agents is well appreciated when the av- 
erage insurance man learns of the large 
number of infamous attacks made re- 
cently upon the business of fire insur- 
ance. A few months ago it was a well- 
known New York financial magazine 
which denounced, without a real study 
of actual conditions, the methods of fire 
companies. Two weeks ago The Eastern 
Underwriter published an editorial ar- 
ticle on an attack emanating from a Pa- 
cific Coast newspaper and pointed out 
that fire insurance must take more ag- 
gressive steps to defend itself from un- 
just onslaughts made by those who have 
some selfish personal ambitions that may 
be realized by making sweeping, though 
untrue, denunciations of all big business. 

Now it is Denver, Colo., which is tak- 
ing a wallop at the insurance business. 
The “Denver Post” last week concluded 
a series of stories about high fire insur- 
ance rates in that mountain city with an 
editorial in which it calls upon the citi- 
zens of Denver to organize their own 
fire insurance companies in order to put 
into their pockets “hundreds of per cent. 
profits made out of fire insurance at the 
present rates.” 


Text of Denver Attack 


The full text of this ridiculous edi- 
torial, in which the writer supposes that 
millions in profits can be made out of 
the city of Denver by the organization 
of purely local companies, follows: 

“Opportunity, wearing golden glov es, is 
knocking at Denver’s door. The dis- 
closures made by the Denver ‘Post’ of 
the tremendous premiums charged by 
fire insurance companies here and the 
trivial losses paid for fire damage show 
what enormous profits are being made in 
the fire insurance business. 

“Why invest in 4% bonds when hun- 
dreds of per cent. profit can be made 
out of fire insurance at the present 
rates? 

“Millions of dollars of Denver capital 
are looking for investment. They could 
be put to work where they would earn 
the enormous profits that now are being 
collected by out-of-the-state insurance 
companies. Not just one, but several, 
fire insurance companies could be organ- 
ized here in Denver. They could be fi- 
nanced with Denver capital. They could 
keep at home the financial cream that 
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is now being skimmed off the insurance 
business and sent to eastern states. 

“If Denver has to pay outrageous fire 
insurance rates, it had better pay them 
to its,own people and keep the profits 
at* home. 

“There is no excuse for people with 
money to invest falling for fake invest- 
ment concerns when they could put hun- 
dreds into Denver fire insurance compa- 
nies and take out thousands. City and 
state property, big Denver office build- 
ings pay out thousands and thousands of 
dollars annually for fire insurance, and 
their fire losses amount to only a frac- 
tion of the premiums they pay. The rest 
is velvet for the insurance companies. 

“Denver financiers are overlooking a 
golden opportunity if they do not or- 
ganize their own fire insurance compa- 
nies, get this Denver business for them- 
selves. The capital is here. The busi- 
ness is here. And there is the certainty 
of big profits.” 


PRINTING COUNTY MAPS 


The National Storm Insurance Bureau 
has recently published new county base 
maps not only for weather purposes, 
but also for general use for problems 





of sales, statistics, circulation, insurance 
and advertising. These maps, with 
township sub-divisions, will be made 


available for any county area in any 
state. It is claimed to be the first 
county map published for commercial 
purposes in the United States. John P. 
Finely, consulting meteorologist and 
statistician, is manager of the National 
Storm Insurance Bureau at 511 East 
164th street, New York City. 


ON BOARD OF DIRECTORS 


Norwin S. Bean, treasurer of the Man- 
chester Savings Bank of New Hamp- 
shire, has been elected a member of the 
board of directors of the New Hampshire 
Fire, succeeding the late Walter M. Par- 
ker. Mr. Bean will also serve on the 
finance committee of the committee. 


IN PARIS OFFICE 

Thomas Chubb, son of Hendon Chubb, 
head of the marine office of Chubb & 
Son in New York, is a member of the 
Paris office of the “New York Times.” 
He is also a writer, having had a story, 
“Silver Trumpet,” published recently in 
Scribner’s. 3 











JOINS LOCAL AGENCY 


Robert S. Newell has resigned as New 
England special agent of the New York 
Underwriters and joined the Newton, 
Mass., agency of C. Clement Colburn. 


THE HANOVER 


FIRE INSURANCE COMPANY 
Continuously in’ business since 1852 


Charles W. Higley, President 


HOME OFFICE 
Hanover Building, 
34 Pine St., 

New York City 
Howie, Jarvis & Wright, Inc., 
General Agents 
Metropolitan District 
99 John Street, New York 
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Prefers Metal Roof 
To Lightning Rods 


FEWER LOSSES ARE REPORTED 





Grain Dealers Mutual Executive Gives 
Results of Farm Experience Over 
Number of Years 





A complete metal roof, properly con- 
nected with the ground, is a more ef- 
fective protection against lightning than 
the standard form of rod, according to 
R. D. McDaniel, of the Grain Dealers’ 
National Mutual Fire of Indianapolis, 
writing in “Making Markets” (Pitts- 
burgh). The general public, especially in 
farming communities, is now pretty gen- 
erally sold on the need for lightning 
protection, according to Mr. McDaniel. 
Scarcely a farm building of any conse- 
quence, he asserts, can be found in the 
Middle West, at least, that is not pro- 
tected from lightning damage. He 
goes on: x ; 

Complete statistics on lightning losses 
are lacking, for, unless considerable dam- 
age to property or personal injury 1s 
caused, a lightning stroke causes no com- 
ment. Perhaps the most complete records 
are those of the mutual insurance com- 
panies specializing in the insuring of 
farm property. These records indicate 
that protection is about 98% or 99% 
efficient. Many of the farm mutuals, in 
fact, will only insure protected property, 
while others make a substantial reduction 
in rates on such buildings. 

Generally speaking, it is usually con- 
sidered that a building to be protected 
should be equipped with a standard rod- 
ding system. There has been, indeed, 
much controversy among manufacturers 
of rods and among various “authorities 
as to the essential feature of the com- 
ponent parts of such a system. For in- 
stance, should the material used be iron, 
copper, or aluminum; should it be solid 
or woven, and, if solid, of round or 
square cross-section, how many points 
should there be, and how high, and 
should they be plain or ornamental—and 
so on, ad infinitum. 

Idea Suggested Before 

The question at once presents itself: 
Why on a grounded steel roof? Well, 
why not? In an address on “Light- 
nine,” before the Franklin Institute of 
Philadelphia, in September, 1924, F: W. 
Peck, Jr. of the General Electric Com- 
pany, gave a very conclusive account of 
his experience with high voltages in 
which the actual conditions incident to 
lightning discharges were simulated as 
nearly as possible. Mr. Peek said, It 
secs that the best results can be ob- 
tained with plain inconspicuous rods, 
and “A grounded metal roof would seem 
almost ideal protection.” 

For a number of years a group of mu- 
tual insurance companies specializing in 
flour-mills and country grain elevators 
has been advocating the grounding of 
‘metal roofs as a protection against light- 
ninc. Where this is done in the pre- 
scribed manner, a credit is allowed in the 
fire-insurance rate. Our company 1s the 
largest insurer of country grain elevators 
in the world, which class of risk is per- 
haps more susceptible to lightning dam- 
age than farm properties. _ These are 
usually the highest buildings in the vicin- 
ity, of frame construction, and contain 
more or less highly combustible dust 
which is easily ignited by a static spark. 
In our twenty-five years’ experience we 
have not suffered a lightning loss of any 
consequence on an elevator having a 
Properly grounded metal roof. This, to 
Us at least, is sufficient evidence that the 
Protection thus afforded is adequate. 

Experiments carried on by the German 
scientists Kayser and Rumcker proved, 
some forty years ago, a lightning flash 
to be really a series of flashes, and that 
the succeeding flashes do not necessarily 
terminate at the same point as the initial 

ash. It is generally accepted that the 
first discharge ionizes a path through the 
atmosphere which is followed by the suc- 


ceeding flashes, This path, however, may 
be shifted about by the wind, thus caus- 
ing what appears to be the same “stroke” 
to strike in different places. Rumcker 
tells of one instance wherein there was 
a shift of.as much as thirty-six feet. 
This perhaps explains why rodded build- 
ings are sometimes struck and damaged. 
In the case of a grounded metal roof, 
however, such a shifting would have no 
detrimental effects. 


M. S. PENDLETON DIES 


Following a brief illness, Madison S. 
Pendleton, formerly a special agent for 
the St. Paul Fire & Marine and other 
companies, died at his home in Ashland, 
Va., October 14 and was buried there 
Sunday afternoon in the family plot. 
He started his insurance career in the* 
home office of the Virginia Fire & Ma- 
rine. Later, he was secretary of The 
Prudential Fire of Tazewell, Va., which 
was put out of business by the San 
Francisco earthquake in 1906. At the 
time of his death, he was with the Low- 
ery D. Finley local agency in Norfolk. 
Mr. Pendleton was 51 years old and 
was never married. 








L. G. ALLAN STATE AGENT 

The National Liberty and its associ- 
ated companies, the Baltimore American 
and the Peoples National, have appointed 
L. G. Allan as state agent in eastern 
Michigan succeeding S. T. Sheppard, re- 
signed. Mr. Allan will make his head- 
quarters in Detroit. 





HOUSEHOLD FORMS ADOPTED 

The New York Fire Insurance Ex- 
change last Thursday adopted the pro- 
pesed new forms for household furniture 
risks, the texts of which were published 
in last week’s issue of The Eastern Un- 
derwriter. The new forms are not man- 
datory. 





J. L. HON STATE AGENT 
The National Liberty announces the 
appointment of John L. Hon as state 
agent for Southern Illinois, succeeding 
Lloyd W. Brown who recently resigned. 





Vanden, Beggs & Schnebly, 312 Wal- 
nut street, Philadelphia, have been 
granted a certificate by the Philadelphia 
Fire Underwriters’ Association. 





L. E. FALLS TO LECTURE 


Laurence E. Falls, vice-president of 
the American of Newark, will be the 
speaker at the class sessions of the In- 
surance Society of New York on the 
evenings of October 24 and 31. His sub- 
ject for both evenings will be “The 
Principles and History of Fire Insur- 
ance.” 





VIRGINIA FIRE MEETINGS 


The Virginia pond of the Blue Goose 
and the Fire Insurance Field Club of 
Virginia will hold a joint meeting at the 
Raleigh Hotel in Washington on No- 
vember 8 It will be the regular bi- 
monthly meeting of the field club. 





Hague Rules May Be 
Offered Here Again 


(Continued from page 32) 


istic in its treatment of such matters, 
according to British opinion, has not 
signed the convention dealing with ship- 
owners’ liability, apparently owing to op- 
position from ship-owning circles. With 
regard to the convention on liens and 
mortgages, this has not been signed, ap- 
parently because the provision for a 
lien in respect of a breach of the con- 
tract of affreightment is opposed, pre- 
sumably by ship-owners. The bills of 
lading convention is embodied in a bill 
which has_ been considered by both 
Houses of Congress, and it is stated that 
this bill conforms substantially with the 
convention. It is, of course, the “Ed- 
munds” Bill, the first to be framed em- 
bodying the Hague Rules, but although 
it has been before the United States Leg- 
islature since about 1923, nothing definite 
appears to have been done with regard 
to its enactment. It is said that it 
clashes with the Harter Act, and also 
that there is opposition from shipown- 
ers. In any case it hangs fire. The con- 
vention on the immunity of state-owned 
ships has not been signed, but in the 
United States the Admiralty Act, 1920, 
and the Public Vessels Act, 1925, already 
remove the immunity which, till these 
acts were passed, was enjoyed by state- 
owned ships. 

It will be seen from the foregoing that 


while considerable progress has been 
made in the enactment of legislation em- 
bodying the conventions, there is still 
much to be done, and the resolution 
passed at Amsterdam is not any too 
strongly worded; indeed, Dr. Frederick 
Sohr, hon. secretary of the Comite Mari: 
time International, in sending out the 
text of the resolutions, says in his com- 
munication: “I draw your special atten- 
tion to the resolution in respect of the 
ratification of the Brussels Conference. 
Constant and repeated efforts will be 
necessary in order to carry out the work 
of legislative adaptation as soon as pos- 
sible.” 

It may be asked what underwriters 
have to do with all this, and the answer 
is that it concerns them much more 
than is at first apparent. Even the con- 
ventions on the Limitation of Ship- 
owners’ Liabilities, and Liens and Mort- 
gages have their effect on underwriting 
practice, but of course, the most impor- 
tant convention is that embodying The 
Hague Rules and dealing with bills of 
lading. 


A Lead from Great Britain 


On examining the state of affairs with 
regard to the enactment of legislation 
embodying this convention, the fact 
stands out that Great Britain alone has 
as yet actually passed laws giving effect 
to The Hague Rules, and it may be 
stated without fear or contradiction, that 
these laws have already worked for the 
considerable benefit of all concerned. 
The ship-owner has his liability in re- 
spect of the goods he carries defined 
with some exactness. The cargo owner 
knows his situation with regard to the 
claims he may make upon the ship- 
owner in respect of damage to his goods, 
while underwriters have found that in 
many cases they have been able to re- 
cover from the ,ship-owner sums paid in 
respect of claims which would not have 
been recovered prior to the passing of 
the Carriage of Goods by Sea Act, 1924. 
With this experience as a guide, the 
governments of all nations should have 
no hesitation in proceeding to pass laws 
embodying the convention, but this ap- 
parently is not likely to be done unless 
pressure can be brought to bear from 
influential quarters, and it is here that 
the marine insurance markets of the 
world can help. 
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Makes Appeal For 
Uniform Brokerages 


TALK DELIVERED AT_ LIDO 





E. P. Hudson, of London Institute Wants 
Uniform Brokerages and Discounts; 


Cites Methods Used Here 





One of the most interesting talks at 
the recent Lido convention of the Inter- 
national Union of Marine Insurance had 
to do with a plea for uniform rates for 
brokerages and discounts, as far as cargo 
insurance on overseas risks is concerned, 
by E. P. Hudson, secretary of the In- 
stitute of London Underwriters . He 
said in part, mentioning the customs in 
different cities, including the United 
States: 

“At Antwerp the system is that in the 
case of business rated at less than %%, 
the amount of brokerage and discount 
together is 10% upon the premium. In 
the case of business rated at 4%%, up 
to 4% the brokerage and discount is 
calculated at the rate of 1-36% , upon the 
sum insured. As the rate of premium 
increases, so the amount of brokerage 
calculated upon the sum insured is in- 
creased to 1-18%, then to 1-7%, until it 
reaches 1-16%, upon the sum insured, 
where the rate of premiums exceeds 1%. 

“At Bremen we have a somewhat simi- 
lar scale but it is not exactly the same. 
I would, however, emphasize the fact 
that the amount of return is a com- 
bination of brokerage and discount, and 
as in Antwerp, is calculated on the pre- 
mium when it is under %% and upon 
the insured when the rate is 4% and 
over up to 4%. At Hamburg, where 
the scale was brought into effect in the 
year 1923 the brokerage and discount 
varies according to the class of risk, but 
always in this calculated upon the pre- 
mium and never upon the sum insured. 
At Genoa there is another scale and, as 
at Hamburg, it is upon the same prin- 
ciple of calculating brokerage and dis- 
count in one amount upon the premium. 


Curious Position 


“T would you draw your attention to 
the curious position at Antwerp and at 
Bremen when the rate of premiums is 
below %% and when the rate is 4% or 
more. In the case of a risk of 100,000 
francs or marks when the rate of pre- 
miums is under %% the broker is en- 
titled to deduct for brokerage and dis- 
count 12% francs or marks. When the 
rate of premium is %% the broker is 
entitled to deduct 28 francs or marks. 
The effect of this is that when the rate 
of premium is less than 4%% the under- 
writer earns a larger net premium than 
he does when the premium is %% or 
more. I submit that no argument can 
justify such a system as this. It has 
been pointed out to me that in a bor- 
dereau from Antwerp one will never find 
the rate of 7-l6th or 8s 9d% except 
when the return is specially fixed at 
15% because on a risk of, say 100,000 
francs, when the rate is 7-16% the de- 
duction amounts to 56 francs, but when 
the rate is 4% the deduction amounts 
to 143 francs, the underwriter conse- 
quently earning a smaller net premium 
although the rate is greater. 

“In Holland there is a uniform 20% 
off the premiums, which again combines 
brokerage and discount. At New York 
all rates quoted are net to the assured, 
and the brokerage is generally 10% upon 
the premium. In England the custom has 
been for many years to allow a broker- 
age of 5% to the broker and a discount 
of 10% upon the resulting net premium 
for the benefit of the assured, the basic 
idea being that this 10% is only re- 
turned for prompt payment of the pre- 
mium. I must emphasize the fact that, 


with the exception of the systems in 
the United States and Great Britain the 
deduction of the premium received is 
made up of brokerage and discount com- 
bined, and that there is no distinct line 
drawn between the amount of broker- 
age which shall be retained by the 
broker and the amount of discount which 
may be returned to the assured. 

“This system of combining brokerage 
and discount is to my mind most un- 
satisfactory, especially to the assured 
and to the broker. It is unfair to the 
assured, who in some cases may be ig- 
norant of the fact that he is entitled 
to any discount at all, even if he pays 
cash. As all allowances must come out 
oi the premium paid by the assured, it 
is unfair to him that he should be asked 
to pay more than he otherwise would, 
which is the result of the system when 
the discount is withheld. It is unfair 
to the broker, because when the broker- 
age is not distinctly separated from the 
discount, the portion returned to the as- 
sured as discount is influenced directly 
in proportion to the keenness of his 
competitors, with the result that the part 
which the broker is able to retain as his 
commission tends towards the vanishing 
point. 7% 


The United States System 


“Reverting to the British system, I 
have indicated that the discount of 10% 
when first introduced was allowed in ex- 
change for prompt payment of the pre- 
mium. The system of payment of cash 
in exchange for a policy has gone out of 
use for many years, and payment of 
premium by the broker or by the as- 
sured if no broker is employed, is in 
practice made at regular dates supposed- 
ly on the 8th day after the close of the 
month. Owing to the fact that cargo 
premiums in Great Britain are based on 
a cash settlement, there is, I submit, 
ro longer any need to ask for or to 
allow any discount whatever. Our friends 
in the United States are credited with 
moving more quickly with the times 
than we do and, as I have said, their 
quotations are net to the assured, and 
1 have failed to discover any real ob- 
stacle to Europe following America’s 
example. 

“One of the objects of such an insti- 
tution as the International Union of 
Marine Insurance is to obtain as far as 
it is possible to do so uniformity in mat- 
ters of principle, so that when an under- 
writer is making a quotation for a risk 
he may have some definite knowledge 
of what the conditions are in respect of 
which he is quoting. It is obvious that 
if the cost of obtaining business is 
greater in one place than in another the 
net premium resulting will be different, 
although the same rate may have been 
quoted. I will not presume to make any 


Hague Rules May Be 
Offered Here Again 


COMITE PLEADS FOR ACTION 





International Ass’n. Hopes Commercial 
Bodies Will Press Measures Before ~ 
National Legislatures 





Visions of the world-famous Hague 
Rules, governing shipowners’ liability, 


which the United States has persistently 


rejected, are before us again. It is re- 
ported that the Rules may be offered in 
Congress during the coming session of 
that body. Be that as it may, the Comite 
Maritime International at its recent 
Amsterdam conference passed a resolu- 


*tion asking for action in several coun- 


tries of the world on propositions en- 
dorsed at previous Brussels conventions. 
The resolution reads: 

“That this Conference, having noted 
with great satisfaction the progress al- 
ready made towards putting into force 
the four Conventions signed at Brussels, 
invites all delegates, either by them- 
selves or by the aid of the various com- 
mercial bodies, or by any other means, 
to use their best endeavors in order to 
obtain from their respective Govern- 
ments and their Legislature that the said 
four Conventions be soon as_ possible 
introduced in their national laws.” 

The four Conventions to which the 
resolution refers are those on “Limita- 
tion of Shipowners’ Liability,” “Liens 
and Mortgages,” “Bills of Lading,” and 
“The Immunity of State-owned Ships,” 
and it may be interesting to note how 
these have fared in respect of the va- 
rious nations represented on the com- 
mittee. Thus, taking them in alphabeti- 
cal order, it is found that Belgium has 
bills prepared to give effect to all the 
Conventions, and these are expected to 
be enacted during 1927. Denmark has 
bills on the limitation of shipowners’ lia- 
bility, liens and mortgages, and the im- 
munity of state-owned ships, which are 
expected to pass the legislature during 
the coming winter, but it is doubtful if 
the bills of lading convention will be 
adopted. 

What the Nations Are Doing 

France has bills prepared on all the 
conventions, but it is well-known that 
in the form it took when last it was 
reviewed the draft law on bills. of lading 
was regarded with grave dissatisfaction, 
owing to the wide variations in it from 








suggestion as to what amount of broker- 
age the broker is entitled. What I ask 
for is a fair wage and uniformity. I 
would conclude, therefore, by putting 
before you the thought for considera- 
tion during the next twelve months that 
efforts should be made by this Union to 
the end that in cargo insurances on over- 
sea risks the allowance of any discount 
off the premium should be discontinued, 
or, at least, be made uniform, and that 
the brokerage should be made uniform 
for all countries.” 








APPLETON & COX, Inc. 


1 South William Street, New York 





AUTOMOBILE INSURANCE 


United States Merchants & Shippers Insurance Co., New York 
Admitted Assets, $5,335,216.16 


Tokio Marine and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $8,132,324.02 


Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,293,473.36 











WRITE FOR OUR AGENCY PROPOSITION 


RENE EAS SEE 





The Hague Rules, on which the con- 
vention is based. It is believed, however, 
that this matter is receiving attention, 
Germany has bills embodying the con- 
ventions on limitation of shipowners’ 
liability, liens and mortgages, and the 
immunity of state-owned ships, but there 
1s Opposition from shipowners to the bills 
of lading convention, and it is the ad- 
mitted policy of the German. Government 
to promote only those commercial laws 
which have the support of all parties 
concerned, so that success in this direc- 
tion is hardly to be looked for. 

Great Britain alone, says a British 
correspondent, has legislation actually 
in force embodying the bills of lading 
convention, and the carriage of goods by 
sea act is, of course, a model on which 
all other Governments might well base 
their laws. It is to be noted that India, 
Australia, and the crown colonies also 
have their acts giving effect to the Con- 
vention. In this country a bill dealing 
with the limitation of shipowners’ lia- 
bility is in preparation, as is also one 
based on the liens and mortgages con- 
vention, while in the case of the con- 
vention on the immunity of state-owned 
ships, some points are being adjusted. 

Greece is said to be studying the con- 
ventions on limitation of shipowners’ lia- 
bility, liens and- mortgages, and bills of 
lading “with a view to ratification,” while 
the Greek Government has recommended 
the ratification of the convention dealing 
with the immunity of state-owned ships. 
Italy is said to have bills in prepara- 
tion dealing with all the conventions, but 
up to the present Italian shipowners 
have opposed the bills of lading conven- 
tion and no progress appears to be likely 
for some time to come. Japan has rati- 
fied the conventions on the limitation of 
shipowners’ liability, liens and mortgages 
and bills of lading, and the Emperor is 
expected to sign them when the oppor- 
tunity arises, this being all that is neces- 
sary to put the bills into effect. The con- 
vention on the immunity of state-owned 
ships has not yet been signed by Japan. 

The Netherlands have apparently done 
nothing with regard to any of the con- 
ventions, although the new Dutch code 
dealing with bills of lading is said to 
give effect to The Hague Rules in prin- 
ciple although the wording adopted is 
entirely different. Norway has bills deal- 
ing with the limitation of shipowners’ 
liability, the immunity of state-owned 
ships, and liens and mortgages, all of 
which are expected to come before the 
Storting next year, but the bills of lad- 
ing convention is opposed by merchants, 
while shipowners are said to regard it 
with indifference. Serbo-Croatia has rec- 
ommended the ratification of the conven- 
tions and the Government is expected to 
take action to this effect, but so far 
nothing definite appears to have been 
done. Sweden, jointly with the three 
other Scandinavian countries, has uni- 
form bills dealing with the limitation of 
shipowners’ liability, liens and  mort- 
gages, and the immunity of state-owned 
ships, and the Swedish Government will 
sign the two first named. 

Little Progress in the States 
The United States always individual- 


(Continued on page 31) 





TO INCREASE STOCK 

The Universal of Newark is increasing 
its capital stock from $400,000 to $1,250,- 
000 and is issuing 34,000 shares of stock 
of $25 par value in addition to the 10, 
shares already issued. The Universal, 
which was organized in 1921 by Talbot, 
Bird & Co. marine underwriters, has 
made progress rapidly. 





APPOINT KENNY AGENCY 


The Kenny Agency, Inc., has been ap- 
pointed by the Insurance Company ° 
the State of Pennsylvania as New York 
City agents for all inland marine lines. 
This agency is considered the largest 
burglary writing office in the country an 
because of its wide contacts with brok- 
ers handling this line it is expected that 
a substantial volume of inland marine 11 
surance will be written. 
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| CASUALTY anv SURETY NEWS | 





Local Agents Star At 
Casualty Ad Session 


RICKERD PRAISED FOR PROGRAM 





Lyle Stephenson Says His Own Ads 
More Effective Than Company’s; 
Keyed Copy Favored 





Special to The Eastern Underwriter 

Chicago, October 17—The casualty 
group of the Insurance Advertising Con- 
ference which got into full swing this 
afternoon is attracting exceptional inter- 
est because of its comprehensive pro- 
gram covering thirty sub-titles of valu- 
able ideas. Much praise is being accord- 
ed C. E. Rickerd, advertising manager, 
Standard Accident, for designing it and 
contributing many worthwhile ideas to it. 

Harry Warner, publicity director, 
Maryland Casualty, presided at the meet- 
ing and many participated in the gen- 
eral discussion on how to handle pub- 
licity, securing newspaper stories and 
trade press interest. The speakers spe- 
cified the claims department of a cas- 
ualty company as productive of good 
human interest stories often used on the 
front pages of the daily newspapers. 
The keyed advertisements were disclosed 
to have valuable pulling power in many 
instances. Local Agents Miller and 
Stephenson of Kansas City both sup- 
ported the value of their individual ad- 
vertising, asserting that company litera- 
ture from home offices was ineffective 
and seldom used. 


Asks for Co-operative Campaign 


Mr. Stephenson related instances of 
direct sales due to his newspaper dis- 
plays. In ten days he sold $100,000 of 
life insurance on general advertising 
copy. Records of over the counter sales 
proved to him that such advertising 
made a direct appeal. None of his news- 
paper displays are keyed. He pleaded 
for a general campaign between compa- 
nies and their local agents to unite to 
advertise insurance better to the public, 
saying that such a campaign would revo- 
lutionize the business, raise the standard 
of agency personnel, increase confidence 
and head off adverse legislation. 

F. J. Maguire, of the United States 
F. & G., told of his plans for selling 
agents calendars and year books. Several 
speakers agreed that better results were 
attained where home .office advertising 
material was charged for nominally, the 
agent using such matter invariably. 
Criticism was voiced by Local Agent 
Miller that home office literature played 
up too prominently the name of the com- 
pany. Chauncey S. S. Miller, publicity 
manager, North British & Mercantile, 
related plans of several successful and 
original advertising ideas which were put 
over in a big way. Such other topics as 
Personalized letters, imprinting art on 
Stickers, art work on covers, sizes of 
folders and use of old policyholders in 
campaigns for new business were thor- 
oughly discussed. 


LICENSED IN N. Y. STATE 

It was confirmed this week that the 
Constitution Indemnity had been licensed 
in New York State but has not as yet 
formulated any definite or immediate 
Plans for its activities here. The com- 
+ is now entered in about twenty-six 
States, 





Warning Sent Out On 
Carbon Monoxide Gas 


CAMPAIGN OF METROPOLITAN 





Agents of Company Being Supplied 
with Striking Placard and Suggested 
Letter to Send Clients 





A warning against the insidious car- 
bon monoxide gas which lurks in the 
exhaust from an automobile engine is 
being broadcasted this week by the 
Metropolitan Casualty to its agents, 
urging them to disseminate educational 
matter furnished by the company to 
their clients. The substance of the ap- 
peal is “Warn all your motorist clients 
that sudden death may follow the prac- 
tice of running an automobile engine in 
a small and tightly closed garage.” The 
appropriateness of this message now 
that winter is approaching is seen by the 
fact that the New York “Herald- 
Tribune” saw fit to devote one of its 
leading editorials this week to the sub- 
ject. 

For the most part both life and cas- 
ualty agents are fully aware that the 
exhaust from an automobile engine is 
heavily loaded with carbon monoxide 
gas—that this deadly gas causes thou- 
sands of accidental deaths each year— 
that hundreds of motorists every winter 
escape the hazards of winter driving 


‘only to be killed in their own garages 


by the poisonous fumes from their own 
cars. 


Keep Garage Doors Open in Winter 


In the message to its field force, Ralph 
W. Smiley, publicity director of the 
Metropolitan, calls attention to the tre- 
mendous increase in the popularity of 
the closed car for operation during the 
winter months. “It is quite natural,” ob- 
serves Mr. Smiley, “that motorists who 
have become accustomed to the protec- 
tion and comfort afforded by a closed 
car in cold weather should be inclined to 
avoid the discomfort of an open garage. 
Not realizing, or forgetting, the deadly 
nature of exhaust gases, they will in- 
stinctively close the garage doors against 
biting winds, snow or sleet, while they 
go through the process of ‘warming up’ 
the motor preparatory to taking the car 
out. Or the same protection against 
the outside elements may be sought after 


they put the car in the garage, the en- 


gine being allowed to run while tire 
chains are put on or removed, grease 
cups being filled, windshield wiped off, 
or other general work done on the car. 

“The carbon monoxide hazard; too, 
lies in wait for the unsuspecting wife 
who uses the family car while her hus- 
band is at the office. A woman, unin- 
formed as to the deadly nature of ex- 
haust fumes, might fail to see any rea- 
sen for subjecting herself to the discom- 
fort of having the garage doors wide 
open while she was warming up a cold 
motor by running it. The same reason- 
ing might lead some other member of 
the family—son or daughter—into the in- 
sidious danger of carbon monoxide 
fumes.” 


Warning Placard to Send to Clients 
Mr. Smiley tells how agents of his 
ccmpany are being supplied with a 
striking form of warning placard to be 
displayed conspicuously in garages where 
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it will serve as a reminder to the head 
of the house and also as a warning to 
all members of the family. The follow- 
ing letter has also been suggested for 
agents to use along with the placard: 
Dear Sir: 

As a matter of service I (we) wish to call 
your attention to a serious danger often over- 
looked or disregarded by motorists during win- 
ter months—namely, the deadly nature of ex- 
haust gases in a closed garage. 

Exhaust fumes are heavily loaded with car- 
bon monoxide—a poison said to cause more 
deaths in the United States each year than all 
other gases put together. It is odorless, color- 
less and non-irritating—and frequently kills 
without warning. 


I (We) suggest that you place the enclosed 
placard in your garage where it will serve as 
a reminder to you and a warning to members 
of your family who may use your car or to 
persons who may rent space in your garage. 

The thing to remember is that garage doors 
should always be kept wide open if you find 
it necessary to run your engine while the car 
is in the garage. 

Yours for safety, 
Agent. 
Suggests Uses for Placards 

Mr. Smiley continues by saying: 
“Much 
obligations which an insurance agent 
assumes in his capacity of insurance 
counselor and about his opportunities for 
increasing his own local prestige by tak- 
ing an active part in all activities de- 
signed to save life and prevént accidents. 
Here, surely, is an ideal opportunity for 
timely and constructive service in that 
field. 

“Because the carbon monoxide placard 
has ‘no axe to grind’ since it contains 
no appeal to buy insurance, we are sug- 
gesting to our agents that in many in- 
stances they may be able to secure the 
co-operation of local automobile dealers 
by supplying them with enough of these 
warning notices to mail to their automo- 
bile customers. Further distribution can 
be.secured, in many instances, at lunches 
or dinners given by Chambers of Com- 
merce, Rotary Clubs, Kiwanis Clubs, etc. 
In small towns, where the practice is 
not looked upon with disfavor, the warn- 
ing notice can be left in parked auto- 
mobiles. In many cases it will be pos- 
sible for an enterprising agent to secure 
the co-operation of the public schools in 
disseminating educational matter on car- 
bon monoxide gas, precautions to be 
taken and first aid treatment which 
should be given to persons overcome by 
these poisonous fumes. 

“The subject, in short, is one which 
leads itself almost perfectly to construc- 
tive educational effort and any expendi- 
ture of such effort on the agent’s part 
may well be regarded as a profitable, as 
well as a humanitarian, investment.” 


is said and written about the, 


Lunt Optimistic As 
To Suretyship’s Future 


HIS LECTURE OPENS SEASON 





Believes Contract Bonds to Be Out- 
standing; Depository Bonds on 
Mend; Business 4,500 Years Old 





Edward C. Lunt, the scholarly vice- 
president of the Great American Indem- 
nity and the author of two widely read 
books on suretyship, proved yesterday 
at the opening lecture of the junior 
surety course given by the Insurance 
Society of New York, that he was just 
as clever a speaker as he is a surety 
underwriter. His talk on the “History 
and Origin of Corporate Suretyship” 
was full of wit and human interest and 
he held his large audience of young 
surety men without the slightest dif- 
ficulty. 

Suretyship, for one thing, is older than 
insurance; Mr. Lunt quoted verses from 
the Bible to show that it was known 
more than 4,500 years ago.. The fidelity 
branch of the business, the first to be 
developed, originated in 1720 at Devil 
Tavern, London, which seemed to Mr. 
Lunt to be quite an appropriate birth- 
place for such an enterprise. In this 
country the first company to issue fidel- 
ity bonds was the Fidelity & Casualty 
which was chartered (under another 
name) in 1875. “Today there are about 
fifty companies engaged in active com- 
petition for fidelity and surety business,” 
said Mr. Lunt, “in all parts or in many 
parts of the country while a number of 
other companies do a local bonding busi- 
ness.” 

Mortality Is Heavy 

Later on in his talk, Mr. Lunt showed 
that about as many companies writing 
fidelity and surety had gone down to the 
“graveyard” as are now doing business. 
He quoted the “Insurance Year Book” 
for 1925 as listing 531 insolvent or other- 
wise unsuccessful casualty and surety 
carriers, fifty-two of which transacted a 
surety business. 

In spite of this mortality, Mr. Lunt 
did not give out the impression that cor- 
porate suretyship in America had been 
a failure. “Quite the reverse seems to 
be the case,” he declared. “In view of 
the total lack of experience which the 
first companies had as a guide, of the 
enormous complexity of the business, of 
the numberless hazards besetting surety 
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underwriters on every side, the wonder 
is, indeed, that so many companies have 
survived and have become the strong and 
flourishing institutions of today.” 

He continued by saying: “There never 
was a time, it seems to me, when the 
companies were rendering to the public 
a greater service than they are now, 
when the outlook for existing and for 
new lines of usefulness seemed brighter, 
or when the profession of corporate 
suretyship offered a greater reward or 
was more promising in every way to 
ambitious young men anxious to make 
no mistake in selecting their life voca- 


tion.” 
Fidelity Bonds First in the Field 


Discussing the classes of bonds which 
have been outstandingly important since 
the early days of the business, Mr. Lunt 
said that the best available statistics in- 
dicated that up to 1890 the great bulk 
of the business written by the few com- 
panies then operating consisted of indi- 
vidual and schedule fidelity bonds. 

“The guaranteeing of personal hor- 
esty,” he said, “still constitutes a large 
part of the writings of the surety com-: 
panies—only one other branch of the 
business, in fact, surpasses this one in 
volume. In the calendar year 1926 fidel- 
ity premiums accounted for 18% of the 
cntire surety premiums of the compa- 
nies reporting to the Towner Bureau. 

“Public official bonds (not completely, 
but still preponderantly, fidelity risks) 
were probably the second class of bonds 
to be developed on a large scale. The 
Fidelity & Deposit was organized, pri- 
marily, I believe, for the purpose of 
writing these bonds, and it quickly built 
up a big and profitable business in this 
line. It was soon realized that corporate 
bonds were far more desirable, from the 
standpoint of the public, than the per- 
sonal suretyship- that alone was previ- 
ously procurable, and since 1890 the vol- 
ume of official business has increased 
vastly. Last year 5% of the total pre- 
miums were derived from this line. 

“Judicial and fiduciary bonds likewise 
came to the front rapidly, as surety 
companies increased in number and ac-, 
tivity, and the volumes of business from 
this source became important even be- 
fore the turn of the century. While 
personal bonds are still numerous in 
some parts of the country, especially in 
connection with decedents’ estates, it can 
hardly be doubted that corporate bonds 
would be deemed preferable. by almost 
everyone. Certain it is that the compa- 
nics are doing a large and rapidly in- 
creasing business in this division, the 
premiums last year amounting to 13% 
of the whole.” 


Contract Bonds Most Valuable 


One branch of corporate suretyship— 
the guaranteeing of the performance of 
contract—was not contemplated at al! by 
the first companies in the field. And 
yet Mr. Lunt said that it now constitutes 
by far the most important division of 
the business. This class of bonds is to- 
day of more present and prospective 
value to the companies in Mr. Lunt’s 
opinion than any other branch of sure-! 
tyship. He said that in 1926 almost 
one-third of the entire premium income 
of the companies was derived from this 
source. 

Continuing he said: “Another out- 
standing division of the business that our 
predecessors can hardly have foreseen is 
the guaranteeing of bank deposits. I do 
not know just when this began, but it 
had developed to an extent that proved 
to be alarming by 1907, when so many 
banks closed their doors in the course 
of the prolonged depression of the 
spring and summer and the acute crisis 
of the autumn of that year. Some of 
us still active in the business well re- 
member with what apprehension we re- 
turned to our desks, day after day, just 
twenty years ago this month, not know- 
ing what enormous amounts we might 
be called upon to pay at any moment 
because of some big additional bank fail- 
ures. For a few days in that perilous 
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period it was touch-and-go with sore 
of the companies. 

Depository Bond Affairs on Mend 

“For a long time after 1907 depository 
businéss was highly profitable—so much 
so that many complaints of the rate 
were made by banks. In recent years, 
however, as we all know to our painful 
cost, the experience has been bad again, 
Notwithstanding my vocation and iny 
reputation (I fear) with the unfortunate 
agents who have to bear with me, I sup- 
pose myself to. be an unconquerable op- 
timist, and perhaps for that reason I am 
hopeful that depository bond conditions 
are on the mend and that our losses in 
that quarter will be much lower in the 
rext few years than they have been in 
the recent past. 

“Last year  denository premiums 
amounted to about 5% of the whole. 
It will surprise many underwriters, I 
dare say, to learn that depository pre- 
miums were nearly as large as those 
accruing from public official bonds. 

“A third line of risks, which developed 
spontaneously as it were, without design 
or initiative on the part of the compa- 
nies, but which now constitutes a con- 
siderable and a highly profitable part 
of the business, may be found in the li- 
cense and permit field. Bonds of this 
general character abound in current 
practice and seem likely to increase in 
volume. Whenever an abuse develops, 
or is foreseen as probable—the operation 
of a gasoline-filling station, for example 
—our lawmakers are likely to require 
from those who desire to engage in the 
business a small license bond conditioned 
(substantially) upon fair dealing with 
their patrons. This seems to be regard- 
ed as a neat and reasonably efficient way 
of safeguarding the interests of the pub- 
lic. 

“Permit bonds are required more and 
more by governmental bodies, not so 
much for the protection of the general 
public as for their own protection in 
case of damage suits incident to the use 
of the devices (signs, canopies, etc.) or 
the acts (excavating streets, blasting 
etc.) permitted.” 

Suretyship in Other Countries 

Mr. Lunt’s sizeup of the spread of 
suretyship to other countries was inter- 
esting in that it revealed just how big 
had been the development of this line. 
He said: “A considerable number of 
companies are operating in England, a 
few in Canada, and at least one in Mex- 
ico. One English company is writing 
business in the Argentine as well as one 
organized by natives of the country. 
Johannesburg, South Africa, has found 
it practicable to support one surety 
company, as has_ Barcelona, Spain. 
Switzerland, Germany, Sweden and 
Japan, all have two or three companies. 
I do not know of any other surety com- 
panies existing anywhere outside of the 
United States. 

“While I have little first-hand infor- 
mation on the subject, I think there 18 
no doubt that none of these forcign 
companies are at all comparable with a 
considerable number of our American 
companies as regards the volume of 
business transacted, the extent and va- 
riety of suretyship provided, the amount 
of individual risks assumed, and other 
important details of the business. 

“Even in England, where corporate 
suretyship has probably reached a high- 
er stage of development than in any 
other part of the world except the 
United States, several branches of the 
business that produce enormous agere- 
gate premiums here are virtually wun- 
known. On the other hand, it shoul 
perhaps be added that some of the big 
international bankers of London ave 


. for a long time issued “Bankers’ Guar- 


antees,” effective in almost every part 
of the world, that resemble somewhat 
in form, and approach closely in subs 
stance, certain classes of! surety bonds 
issued here.” 


C. A. COLE’S NEW POST | 

C. A. Cole has joined the metropoli- 
tan branch office of the Great American 
Indemnity as an underwriter. He was 
formerly with the Employers Liability, 
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W. G. Falconer Dies 
After Long Illness 

PRESIDENT PHOENIX INDEMNITY 

His Death Mourned Countrywide; Re- 


garded as Fine Type of Executive 
and One of Best Posted 





The death of Walter G. Falconer, 
president of the Phoenix Indemnity, at 
his home last week after several months 
of iil health was received sorrowfully by 
casualty and surety men all over the 
country. Mr. Falconer was generally re- 
garded as a fine type of executive and 
one of best posted. In his high posi- 
tion as president of the Phoenix Indem- 
nity he had found time to travel ex- 
tensively, frequently visiting the offices 
of his general agents and agents. He 
took more than a casual, perfunctory 
view of salesmanship. There was noth- 
ing he enjoyed more than hearing of 
sales achievements and meeting pro- 
ducers face to face. This added to his 
popularity in the field. 

A native of Scotland, Mr. Falconer 
attended George Watson’s School for 
Boys there, an institution which is the 
Alma Mater of ten of the leading life 
insurance actuaries of this country. He 
started his insurance career with the 
General Accident Fire & Life of Perth 
and spent thirteen years in its home of- 
fice, reaching the position of claims de- 
partment manager. The company then 
sent him to Canada, where for some time 
he directed its accident department for 
the Dominion. 


Came to U. S. in 1913 


His next shift was to Australia, serv- 
ing the company there as manager of 
its fire and casualty business. After a 
brief stay at the home office again, he 
received his first assignment to the 
United States in 1913 as general man- 
ager of claims in this country. A year 
later he left the General Accident and 


joined the Hartford Accident as an 
agency supervisor, later advancing to as- 
sistant secretary. 

The Norwich Union Indemnity, sub- 
sidiary of the Norwich Union of Eng- 
land, was formed about this time and 
Mr. Falconer was brought into it as 
president and general manager. He 
showed his fine executive ability from 
the start, surrounding himself by a keen 
group of young men, among whom was 
H Jackson, now president of the 
Norwich Union Indemnity and F. P. 
Stanley, now vice-president of the Glens 
Falls Indemnity. 

In April, 1922, Mr. Falconer added to 
his responsibilities the presidency and 
general managership of the Phoenix In- 
demnity, which was organized and con- 
trolled by the Phoenix Assurance of 
London. When the Phoenix and Nor- 
wich Union groups separated last year 
he resigned as president of the Norwich 
Union Indemnity but continued as head 
of the Phoenix Indemnity. 

Mr. Falconer leaves a widow and a 
daughter. His funeral was held at Rye, 
N. Y., his home town, on Monday and 
the burial was in the Greenwood Ceme- 
tery. 


CONTRACT MANAGER NAMED 


Glens Falls Indemnity Gives H. J. Odams 
This Post at Home 
Office; His Career 

Harry J. Odams, formerly with the 
Fidelity & Casualty, has joined the 
Glens Falls Indemnity as manager of its 
contract department. Mr. Odams was 
in charge of a similar department in the 
Fidelity & Casualty for four years. He 
has also been connected with the Fifth 
Avenue Bank of New York, the National 
Surety and the Globe Indemnity. 

Another recent addition to the com- 
pany’s official staff is S. M. Thomas as 
general claims attorney. Mr. Thomas’ 
appointment was announced in the Sep- 
tember 16 issue of The Eastern Under- 
writer. 








PLAN A STATE FUND 





Next Virginia Assembly May Provide 
Compensation for Dependents of 
Prohibition Officers 


According to Attorney General John 
R. Saunders, who is director of prohibi- 
tion enforcement for Virginia in addition 
to being head of the state’s legal depart- 
ment, the next general assembly which 
convenes in January may be asked to 
make some provision for compensation 
for prohibition officers and their de- 
pendents in the event that they are killed 
or disabled in line of duty. 

Time was when the department car- 
ried compensation cover for them. A 
year or so ago, as a result of unprofit- 
able experience. the companies rated 
them so high that the department de- 
cided to drop the insurance. The de- 
partment then automatically became a 
self insurer without adequate means of 
paving compensation awards to the men. 

They are not permitted to sue the state 
for recovery, but the legislature can vote 
special appropriations for the purnose if 
it sees fit to do so. Governor Byrd is 
reported to be at work on a plan look- 
ing to the creation of a fund to provide 
ample compensation for all of the state’s 
employes. If this goes through. it will 
not be necessary to make special appeal 
to the legislature in behalf of the pro- 
hibition officers. 





BANKERS’ BOND EXTENDED 


Bankers’ blanke bonds issued to banks 
may now be extended to cover deposits 
made after banking hours in a metal 
chute connected with a safe, equipped 
with a combination lock, and located on 
anv of the premises of the insured cov- 
ered under the bond. 

An additional charge of $100 per an- 
num for each office maintaining a night 
chute is made for this extension of cov- 
erage and there are certain regulations 
in the handline of these deposits which 
must be complied with. 


SURETY BOND FOR DRIVERS 





St. Louis Safety Council Agitates This 
Plan Before City Aldermen; Service 
Car Ass’n in Opposition 
The advisability of requiring service 
car drivers of St. Louis to operate under 
city license and to furnish a $3,000 sure- 
ty bond for each car to protect users 
of the cars and pedestrians was argued 
at length before the legislation commit- 
tee of the St. Louis board of aldermen 
recently. The committee took a bill cov- 
ering service cars under advisement. This 
bill was introduced by the St. Louis 
Safety Council which strongly favors city 

regulation of the service cars. 

The St. Louis Service Car Association 
through counsel appeared in opposition 
to the bill, contending that insurance 
should be substituted for the $3,000 bond. 
Verne R. C. Lacy, its attorney, claimed 
that his clients have already insurance 
amounting to $5,000 for one and $10,000 
for injuries to two or more persons in 
the same accident. A. Uttendorfer, its 
president, said that it would cost ap- 
proximately $2,000 for such a bond if 
it was obtained. He did not object to 
insurance nor the proposed city regu- 
lation otherwise. 





AGENCY RUNS WEEKLY SCHOOL 

The Harrisburg, Pa., branch of the 
United States F. & G. is now running a 
school of insurance which meets every 
Friday evening. H. O. Dodge, manager 
of the office, offers a practical presen- 
tation of every line of casualty and fi- 
delity and suretv in the form of lectures 
and quizzes. Everybody in the town 
interested in insurance is welcome and 
there are no enrollment or _ tuition 
charges. A library and extension course 
is also being planned. 





ENTERED IN CONNECTICUT 

The Glens Falls Indemnity, casualty 
running mate of the Glens Falls Insur- 
ance Co., has been licensed in Connec- 
ticut. 
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Companies Not After 
“Cheap” Medical Work 


G. E. TURNER TELLS SURGEONS 





Asks Them at Detroit Meetmg Why 
the Better Doctors Won’t Interest 
Themselves in Industrial Surgery 





G. E. Turner, counsel of the Casualty 
Information Clearing House, had occa- 
sion a week or so ago to tell the Ameri- 
can College of Surgeons, meeting at De- 
troit, something about the relation of 
workmen’s compensation insurance car- 
riers to traumatic surgery. One of the 
highlights of his interesting address was 
that the companies did not want “cheap” 
surgical work done, feeling that only by 
efficient medical attention could tbe eco- 
nomic loss from industrial injuries be 
held within reasonable bounds. 

Mr. Turner had a lot to say on this 
point, touching first on the fact that 
some of the better surgeons, including 
many who give most generously of their 
time in free clinics, have declined to in- 
terest themselves in industrial surgery. 
“At the same time,” he added, “there 
has been an oversupply of men actively 
seeking this work. While they have been 
competent as a whole, such a condition 
must inevitably result in many incom- 
petents coming into the service of the 
companies who are entrusted with this 
important work.” 

Fees the Most Difficult Problem 

Mr. Turner felt that this situation was 
no doubt closely connected with the 
matter of fees, which he cited as the 
most difficult problem in the relations 
of the carriers with the surgeons. He 
asked his audience, first, to keep con- 
stantly in mind that the companies were 
operating entirely within an atmosphere 
of legal compulsions and that their re- 
lations were born of the law and dom- 
inated by it. 

He then gave out figures furnished by 
the National Council on Compensation 
Insurance which showed that during the 
policy years of 1920 to 1924 inclusive em- 
ployers whose records were reported to 
the council, expended more than fifty- 
six billions of dollars in wages to their 
employes. At the same time, insurance 
carriers expended over the same period 
the sum of $282,000,000 to pay for loss 
of time, lives and limbs in industrial ac- 
cidents. A total of $117,000,000 was paid 
to doctors and hospitals for medical at- 
tention to the injured workmen. 

Mr. Turner continued by saying: 
“These figures are not total for all car- 
riers or all states, but they are suffi- 
cient to demonstrate that the saving of 
even a small percentage in the period of 
disability or in the cost of medical at- 
tention will result in tremendous sums 
of money being saved to the people of 
this country. Two things I beg of you 
to keep in mind; one, that of each, one 
hundred dollars of indemnity paid the 
injured workman or his representative, 
doctors and hospitals receive $41.60; 
the other, that ultimately it is not the 
insurance companies nor the employers 
at large, but our entire citizenship which 
bears the cost of industrial injuries.” 

Big Gain in Industrial Surgery Cost 

“You may be surprised to learn that 
the figures of the council disclose that 
the cost of industrial surgery has been 
mounting far more rapidly than other 
factors in the cost of workmen’s com- 
pensation in this country. From 1919 to 
1921 there was an increase of 35%. In 
1924 the. increase over the 1919 level had 
reached the startling figure of 50%. 
Completed figures for more recent years 
are not available, but they indicate a 
substantial increase since 1924. Certain- 
ly the subject is worthy of our open 
and frank discussion. Obviously an in- 
tense consideration and study thereof 
by = worthy organization is well jus- 
tified.” 

Mr. Turner said that the attitude of 
many surgeons may be accounted for 
largely by the fact that they cherish the 


idea that the insurance companies pay 
their fees; that the companies are mak- 
ing a lusty profit from the business and 
in order to increase that profit are seek- 
ing to grind down surgeons’ fees on the 
stone of greed with no consideration for 
the profession, its ethics or its econo- 
mies. 

He assured his audience that nothing 
could be further from the true facts, 
adding that with the exception of two 
war years the losses and necessary ex- 
penses incident to the writing of com- 
pensation insurance had always exceed- 
ed the amount of premiums received. 
“The companies have survived this test,” 
he said, “and have been able to con- 
tinue to write this line only by reason 
of the interest earnings they have de- 
rived from the premiums before they 
have had to be paid out on losses and 
expenses. 

Before closing his talk the speaker 
urged every surgeon present who han- 
dled industrial work to make accurate, 
complete and frequent reports to the 
companies interested in the case. He 
said: “Not only is the individual com- 
pany interested in estimates of outstand- 
ing losses which must be charged as a 
liabilitv, and thus affect its financial 
standing, but the entire community is af- 
fected because these estimates must be 
included with the losses paid as a basis 
for rate computations, and are thus re- 
flected in the cost of workmen’s com- 
pensation insurance.” 





LAW VIOLATED; CAN’T COLLECT 





Husband Drinking Before He Died in 
Crash Voids Wife’s Right to Sue 
for Accident Policy Proceeds 
The validity of clauses in insurance 
policies providing that beneficiaries can- 
not collect if the injured persons were 
violating the law when they met death 
or injury was upheld this week by the 
United States Circuit Court of Appeals 
at Richmond, Va. The opinion is said 
to be the first ever rendered by an ap- 
pellate court on the “law violation” 

clause. 


The case was an appeal of Mrs. Emma . 


N. Flannagan from a decision in the Dis- 
trict Court at Big Stone Gap. Va., 
against her and in favor of the Provi- 
dent Life & Accident of Tennessee, and 
the Employers’ Indemnity of Missouri. 
Her husband, T. H. Flannagan, was killed 
on April 28, 1926, while driving an auto- 
mobile. Evidence showed that he had 
been drinking heavily before starting on 
the trip. 





HAS ARTICLE ON C. L. BUSSING 


Charles L. Bussing, liability broker in 
New York, who has represented the 
Maryland Casualty since 1899, is the 
subject of a feature article in that com- 
pany’s current house organ. The writer 
praises Mr. Bussing for his accident pre- 
vention work under the nom de plume 
of “Al. B. Careful,” and cites his suc- 
cess in selling safety to the chief ex- 
ecutives of the concerns who place their 
insurance with him and in giving talks 
to their employes. 





“ROYAL MUSKETEERS” START 


As an outcome of the successful con- 
vention of the Royal Indemnity at At- 
lantic City last month, the agents re- 
porting to its Metropolitan (N. Y.) of- 
fice have formed a social organization 
called the “Royal Musketeers.” It is 
being sponsored by John Clarke, man- 
ager, Metropolitan department of the 
company. About twenty-four men are 
now members. 





FOUR MORE APPOINTMENTS 


Four more general agency appoint- 
ments have been made by. the New 
York Indemnity as follows: C. E. Du- 
mont, Fitchburg, Mass., for casualty; the 
Citizens Trust Co. (Insurance Depart- 
ment), Ft. Wayne, Ind., both casualty 
and surety; Lukens & Smith, Evansville, 
Ind., casualty, and E. R. Elliott & Co., 
Inc., for surety. 


U. S. F. & G. TO DROP CLAUSE 





Physicians and Dentists No Longer Re- 
quired to Testify Without Fee 
for Company in Suits 

Reports submitted to the New York 
Insurance, Department this week by, 
thirty of the forty-six companies au- 
thorized to issue doctors’ and dentists’ 
liability policies in the state indicate that 
few of them require the insured to stand 
ready to testify without charge for the 
company in malpractice suits filed against 
other insured practitioners, according to 
Charles E. Heath, chief examiner of cas- 
ualty and liability companies. 

The reports are being submitted in 
connection with an investigation by 
James A. Beha, superintendent of insur- 
ance, into charges made by Edward A. 
Kole, an attorney, of 165 Broadway, that 
insurance companies have established a 
virtual monopoly of expert medical tes- 
timony in malpractice cases through in- 
surance agreements and an “unwritten 
law” which, he said, penalizes physicians 
or dentists who testify against fellow 
members of the profession. 

Last week Mr. Beha declared he would 
order the elimination of such clauses if 
no satisfactory explanation was forth- 
coming. The United States F. & G, 
which has insured 4,000 of the 6,000 dent- 
ists in the state under a group policy, 
announced that the clause to which Mr. 
Beha had objected would be omitted 
from future printings of the policy. 

Mr. Kole expressed gratification that 
the removal of the provisions had ap- 
parently been assured by the action of 
the insurance commissioner. He declared, 
however, that this would only partly rem- 
edy the situation and that he would con- 
tinue his efforts to secure through legis- 
lation “impartial expert medical testi- 
mony for both plaintiff and defendant 
in malpractice suits.” 





CAPITAL INCREASE APPROVED 


Stockholders of the Continental Cas- 
ualty have given their unanimous ap- 
proval to the capital increase of the 
company from $2,000,000 to $3,000,000. 
This increase will be effected by the is- 
suance of 100,000 new shares at $10 par 
value. 

The stockholders will be offered one 
half of the new issue at the rate of $50 
per share, this right being extended to 
stockholders of record October 17. Any 
stock not taken by them, and they are 
being urged to waive their subscription 
rights, shall be sold by the directors, 
principally to agents and employes of the 
company. 

The directors voted that the new stock 
must be paid for by October 31. The 
balance of the shares are to be distrib- 
uted as a stock dividend proportionate to 
the respective holdings to stockholders 
of record November 3. 





NOVEL LINE FROWNED ON 


An insurance line which appeared to 
shade perilously close to a violation of 
the anti-trust laws of state and nation 
has been disallowed in Michigan by 
Commissioner Charles D. Livingston on 
the grounds that the state laws do not 
provide for any such form of coverage. 

The novel line was proposed for the 
department’s consideration by the Inde- 
pendence Indemnity. Under the pro- 
jected plan, each unit of a given indus- 
try within a specified area would pur- 
chase a bond which would entitle it to 
an equal share, according to the invest- 
ment involved, in the total business of 
the group for a stated period. Security 
would be posted in order to obtain such 
bonds. 

The scheme impressed department of- 
ficials as a departure from good under- 
writing practices and, in fact, an inno- 
vation really outside the insurance realm. 
It was feared that the government 
would construe its effects to be the same 
as combination of the units involved and 
that litigation would follow. 


FORGERY BOND SCRAP SETTLED 


National Surety and Metropolitan Cas- 
ualty Patch Differences Over Dis- 
counts at Surety Ass’n. Meeting 


Surety executives gave a fine turnout 
to the annual meeting of the Surety 
Association of America at the Hotel 
Pennsylvania, New York on Wednesday, 
The meeting was called to order by E. 
M. Allen, vice-president, National Sure- 
ty, who served as chairman throughout 
the day. 

The biggest item on the agenda was 
the report of the forgery bond commit- 
tee, headed by Edward C. Lunt. This 
matter largely concerned the National 
Surety and the Metropolitan Casualty 
and after a discussion of Mr. Lunt’s re- 
port, the differences between these com- 
panies were straightened out. All check 
writing machines are to be recognized 
and the basis of this recognition is to be 
decided by the Towner Rating Bureau. 
In fact, the entire matter has been re- 
ferred to this Bureau. 

The resignations of the Oregon Surety 
& Casualty and the Atlantic Surety were 
accepted while the applications for mem- 
bership of the newly organized North- 
eastern Surety and the Glens Falls In- 
demnity were favorably passed upcn. 

New business which was up for dis- 
cussion included the cut rate situation 
in contract bonds in Minneapolis; agent’s 
certificates for contract bonds in Iowa; 
bid bonds and premiums and losses on 
federal public and private contract bonds. 
These subjects occupied the attention of 
those present until a late hour on Wed- 
nesday. 





AUTHOR OF 700 SHORT STORIES 

Harry H. Hudson, judicial man in E. 
H. Fishman, Inc., of Cleveland, repre- 
senting the Maryland Casualty for cas- 
ualty and surety, wrote and_ published 
fifty-two short stories up to August 27 
of this year. This, according to the 
“Cleveland Press,” is said to be _ the 
record in Ohio for short story writing. 

Mr. Hudson’s stories run from fifteen 
hundred to forty-five -hundred words. 
Most of them are published in “The 
Cleveland Press.” He has written sev- 
en hundred short stories. 





ADMITTED TO NAT’L. BUREAU 


The Glens Falls Indemnity and _ the 
National Casualty were both admitted to 
the National Bureau of Casualty & 
Surety Underwriters this week for the 
compensation and liability department, 
automobile and burglary departments 
for the entire country. The bureau now 
has a membership of thirty-nine com- 
panies. 





SATIRIZES FAKE CLAIMS 

“Gasoline Alley,” the familiar newspa- 
per cartoon strip by King, has been sat- 
irizing this week the all-too common 
insured who pads his claim. The man 
in the story has dropped a hammer on 
his foot and feels that he is entitled to 
at least $15. The comic strip is being 
syndicated. 





CAPITAL NOW $2,700,000 

Stockholders of the New Amsterdam 
accorded unanimous approval to the i 
crease of the company’s capital from $2; 
250,000 to $2,700,000 at a special meet- 
ing last week. The company is issuing 
45,000 shares of new stock and offer- 
ing them to stockholders of record as 
of October 15 at $56 a share. 





A. W. Whitney, acting general man- 
ager, National Bureau of Casualiy 
Surety Underwriters, was recently clect- 
ed by the National Safety Council t0 
be its vice-president for health. ©. 
Pettibone, American Mutual Liability, 
was also on the ticket being made vict 
president for membership. 





Stockholders of the Great Americaf 
Indemnity at a special meeting he! 
Wednesday approved the ‘proposal of the 
directors to increase the company’s capt 


tal from $1,000,000 to $1,500,000. 
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National Bureau Opens 
Fight On Claim Frauds 


TO CONCENTRATE ON N. Y. CITY 
Executives Recommend Inter-Company 
Clearing Office as a Check on “Am- 
bulance Chasing” Activities 





“Ambulance chasers” are no longer go- 
ing to mulct the New York City public 
and insurance companies out of hun- 
dreds of thousands of dollars with their 
unscrupulous and unethical practices. 
The National Bureau of Casualty & 
Surety Underwriters took up the cud- 
gel against them last week following 
a meeting of its executive committee 
and made plans to wage a vigorous fight 
to end the evil once and for all. 

A claim department is being formed 
in the bureau which will, first of all, 
ensure such administration of casualty 
claims as will result in prompt and just 
settlement of all that are meritorious. 
Secondly, it will promote plans in re- 
spect to a service whereby collusion, de- 


ception and fraudulent claims are vigor- 
ously resisted. Dishonest practices on 
the part of either “ambulance chasers” 


or laymen will be promptly discouraged: 


and exposed. 
To Have Elaborate Card Index System 


An elaborate card index system is now 
being perfected, under which each com- 
pany as it receives a claim, will notify 
the department, giving the name and 
address of the person or persons in- 
jured; the occupation; the kind of ac- 
cident; name and address of the attor- 
ney; name and address of the attending 
physician; name and address of the wit- 
nesses, and the nature of the injury. 

In connection with each new case re- 
ported, the claim department will make 


an immediate review of the available 
cards, and promptly advise the reporting 
company of any previous accident to- 
gether with the name of the insurance 
company previously affected, thus open- 
ing the way for the insurance compa- 
nies to exchange with one another the 
fullest information possible, for the pur- 
pose of checking any possible deception. 
Thus, a closely woven inter-company 
clearing office to check trickery will be 
inaugurated. When all such information 
is furnished by the new claim depart- 
ment it will allow the insurance com- 
pany affected to begin an investigation 
of its own. 

Besides this card index plan it is pro- 
posed to obtain legal assistance and ad- 
vice. The public will benefit for the 
reason that when the fraud is unearthed 
the facts will be laid before the district 
attorney and other proper officials for 
prosecution. 


Whitney’s Size-Up of Conditions ! 


A. W. Whitney, acting general man- 
ager of the bureau, believes that the 
adoption of this new plan is just as nec- 
essary for the protection of the honest 
policyholder as for insurance companies. 
He bitterly scored last week the schem- 
ing and fraudulent practices engaged in 
by some attorneys who have developed 
to a high grade an iniquitous system of 
solicitation whereby they victimize hon- 
est claimants. 

Mr. Whitney laid before the executive 
committee of the bureau the following 
information bearing on the situation in 
New York: “On January 1, 1927,” he 
said, “there were pending undisposed of 
in the forty-eight municipal courts, 235,- 
194 actions. 

“In the city courts reports indicate a 
30% increase in the number of cases on 
the docket between January 1 and July 
1, 1927, the number of cases pending 
July 1 being more than 13,000. More 
than half of the cases on the calendar 
of the Supreme Court are tort cases, 
most of which have arisen from automo- 
bile accidents. Eighty-four per cent. of 


the cases on the general calendar of the 
city court arose from accidents. In the 
municipal court, actions for negligence 
for minor injuries from automobile ac- 
cidents are increasing with greater ra- 
pidity than in the Supreme Court and the 
city court. 


Says 60% of Cases Are Fraudulent 


“It is a matter of public comment that 
perjury is openly committed in the trial 
of many negligence cases. It is regret- 
table that presiding judges are not able 
because of matters relating to technical 
proof to take action summarily when 
such a crime is committed in the trial 
of a case. 

“The congestion of the courts and am- 
bulance chasing go hand in hand. One 
would not be possible without the other 
and perhaps neither would be possible 
without the solicitation of cases, coupled 
with the contingent fee. 

“It is conservatively stated that 60% of 
the suits filed in negligence cases in New 
York City are without merit and should 
be rejected without payment. 

“That the public is aroused to the 
menace lying behind these fraudulent 
suits and ambulance chasing and the at- 
tendant evils is attested by the recent 
meeting of 130 representatives of differ- 
ent interests. This movement was 


sponsored by the Association of Grand 
Jurors.” 





AUTO BOARD SUGGESTED 





Philadelphia Would Have Compulsory 
Motor Insurance Handled Like 
Workmen’s Compensation 
The Philadelphia “Public Ledger” re- 
cently published a letter from a reader 
bearing on the subjects of ambulance 
chasing and compulsory motor insur- 
ance. After commenting on the pres- 
ent “vile and disgusting” practices, the 

letter says in part: 

“It seems to me that the only effec- 
tive remedy for these unfortunate con- 
ditions lies in a law that would provide 


that the victims of motor-vehicle acci- 
dents be placed on a.par with injured 
employes under our workmen’s compen- 
sation law. Such law should provide that 
no motor vehicle be licensed unless it 
be properly insured for the payment of 
all claims by reason of damage to per- 
son or property resulting from the op- 
eration of that vehicle; that all claims 
for such damages be submitted to a 
board similar to the Workmen’s Com- 
pensation Board; that in the event of 


| property loss the damage be repaired 


without delay; in the event of personal 
injuries, compensation be paid in instal- 
ments in a manner analogous to that 
of the payment of awards under the 
workmen’s compensation law, and that 
the defenses of no negligence or con- 
tributory negligence be eliminated, 
thereby avoiding the necessity of jury 
trials. 
Samuel Feldman.” 


ARTISTIC TEMPERAMENT COVER 


“Artistic temperament” is one of the 
risks of non-appearance covered by an 
insurance policy which C. B. Cochran, 
manager for Chaliapin, has taken out in 
connection with two concerts being given 
this month in London by the great Rus- 
sian bass. 

“in the policy I am covered against 
the possibility of Chaliapin’s non-ap- 
pearance from any cause whatever, in- 
cluding the danger of a sudden attack 
of artistic temperament from singing,” 
said Mr. Cochran in an interview. “Gen- 
erally,” he added, “insurance companies 
will only limit the manager’s protection 
to ‘causes over which the artist has no 
control,’ such as illness or an accident. 

“I have often tried to get ‘artistic 
temperament’ included among the risks 
when insuring artists in this way, but 
this is the first time I have been suc- 
cessful. The sum for which I have in- 
sured covers my expenses for the two 
nights—between $30,000 and $35,000.” 
The premium is understood to be rough- 


ly 10%. 
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Fowler Takes Charge 
Of Jewelers’ Society 


CEEDS WITH LIQUIDATION 





PR 





Its Policies Terminated by Court 
Order October 19; Assets Were 
$206,000 Short of Liabilities 


All 





The Jewelers’ Safety Fund Society, 
which started in business forty-three 
years ago as a co-operative assessment 
mutual, insuring jewelers’ merchandise 
while in transit, and then reincorporated 
in June, 1926, as a mutual marine cor- 
poration, was formally taken over late 
last week by the New York State In- 
surance Department for liquidation un- 
der Section 63 of the insurance law. This 
action was unopposed by officers of the 
society. The insurance department’s re- 
cent examination of its affairs showed 
that on September 30 its assets were 
about $206,000 short of its liabilities. 

Liquidation of this old-established or- 
e-nization was the source of consider- 
able comment in insurance circles all over 
the country. The news of it traveled so 
fast that The Eastern Underwriter re- 
ceived a telegram from a prominent Pa- 
cific Coast agency head last Friday ask- 
ing for confirmation of the then rumor. 


Cut Rates 25% to 50% 


Since the first of this year the society 
has been conducting its business on a 
straight advance premium basis, retain- 
‘nx the right to assess in the event of 
excessive losses. It has been especially 
active in the “jewelers’ block policy” 
business. cutting the rates of stock com- 
ponies which write this class of risks from 
25 to 50% and giving higher travel lim- 
its. It is evident that this procedure 
brought on the downfall of the society 
since jewelry robberies have been fre- 
quent and heavy of late and the jewel- 
ers’ bleck market has been in a fever- 
ish condition. ‘ 

The affairs of the society are now in 
charge of Clarence C. Fowler, special 
deputy superintendent of insurance in 
New York and chief of the liquidation 
bureau. All of its outstanding policies 
were terminated by court order on 
Wednesday. Furthermore, it has been 
intimated by Mr. Fowler that the ex- 
cess of the society’s liabilities for losses 
and expenses are a legal liability of the 
members and policyholders, and a levy 
of assessment will later be announced 
to meet the deficit in assets. 


PREPARES NEW STUDY COURSES 








Maryland Casualty Has New Material 
On Casualty; Surety Coming Soon; 
Lippincott the Author 





The Maryland Casualty has prepared 
for the use of its agents a new corre- 
spondence course in casualty insurance 
called “Fundamentals of Casualty Insur- 
ance.” Its author is Lincoln H. Lippin- 
cott, superintendent of the company’s 
training school, and it replaces the “Ru- 
dimentary Course in Casualty Insur- 
ance,” formerly used. 

In discussing the new course Mr. Lip- 
pincott says: “Although sales have been 
discussed in a special lesson, the sales 
viewpoint runs through the entire course. 
Several lessons may be used almost as 
they stand for complete sales presenta- 
tion. The course is particularly designed 
to help those who are new to the busi- 
ness that they may make a right start 
and quickly become productive. It can 
be studied with profit by the new agent 
and the new agency employe. Those 
who have had experience will find it a 
splendid review and an excellent ‘set- 
ting-up’ exercise for the advanced 
course.” 

A similar course, “The Fundamentals 
of Suretyship,” is being written and will 
be available within a short time. 


APPOINTED GENERAL AGENTS 
The Eagle Indemnity has appointed 
the Scudder Agency of Middletown, N. 
Y., as its general agents. 





E. C. SMITH TRIES FLYING 





Republic Casualty Executive Makes Fast 
Time in Chartered Airplane; 
Even Hits Air Pocket 

FE. C. Smith, an executive of the Re- 
public Casualty, recently went to Okla- 
hcma and Texas, with the idea of open- 
ing up new territory for his company. 
He found the distances long and the 
jumps uncomfortable, so he chartered 
an aeroplane and flew from one city to 
the other, thereby accomplishing in three 
days what ordinarily would have taken 
ten. 

Everything went lovely, according to 
Mr. Smith, until the machine hit an air 
pocket, when it dropped fifty feet. He 
said.it felt like a mile. They charged 
him $40 a day for the use of the plane 
and pilot. 


Big Bill Says: 


(Continued from Page 19) 

placed by the English. The fourth flag 
was the Stars and Stripes and the fifth 
was the banner of the Confederacy, the 
Stars and Bars. This fifth flag soon 
came down for it was in June, 1862, that 
the famous gunboat battle of the Civil 
War took place on the river just north 
of Memphis, resulting in defeat for the 
Confederate forces and occupancy of the 
city by the Federal troops. 





Incorporated Century 


It is just a century since the city 
of Memphis was duly incorporated by 
the Tennessee Legislature in 1826 with 
Marcus Winchester as the first mayor. 
During the hundred years of its civic 
life Memphis has grown from a strug- 
gling river town to a great city, me- 
tropolis of a region more fertile than 
the famed Valley of the Nile. En- 
throwned on her high bluffs, Memphis 
today faces a future of limitless oppor- 
tunity. 2 

Preeminently a city of homes and 
home owners, Memphis is a fine city to 
visit and an even more. delightful city 
in which to live. As a convention city 
it offers many advantages, not the least 
of which is its convention bureau, a divi- 
sion of the Chamber of Commerce, 
equipped to render efficient and ade- 
quate service. 

Aside from its accessibility and splen- 
did location Memphis hotels are widely 
known for their excellence. Their rea- 
sonable rates are never advanced and 
ample accommodations are available for 
even the largest gatherings. The mu- 
nicipal auditorium has every convention 
facility. There are convention halls in 
the largest hotels also. 

In short, Memphis is rich in historic 


interest, abounding in twentieth century 
wide-awake and aggressive business 
acumen, mingled with the affability and 
cordiality of an earlier day—a city of 
opportunity and of hospitality, and a 
most happy intermingling of all that is 
best in the Old and New South. 
a ss 


Speeches Slightly Mixed 


This story was told by Ross Duff Why- 
tock in the “Gotham Day by Day” col- 
umn of the Philadelphia “Public Ledger.” 

“At a recent luncheon of a Manhattan 
business men’s association a speaker 
scheduled to address the body on insur- 
ance matters rather amazed when he 
entertained them with a discussion of 
golf. The talk which he read dealt with 
the history of the game and the won- 
derful benefits derived from playing it. 
He wound up his talk with a few extem- 
poraneous remarks, explaining to his 
listeners that he had not desired to bore 
them with a technical dissertation, but 
that, after all, golf was a form of insur- 
ance that all of them might well assume 
as there was nothing more important 
than to insure oneself of health. 

“From an acquaintance who, among 
other endeavors, writes speeches to or- 
der, I learned the story of the golf talk. 
It seems that the insurance man was 
suddenly called upon to make the ad- 
dress, and he asked the speech-writer to 
prepare him a paper. He sent up a lot 
of facts and figures pertaining to insur- 
ance matters and asked the scrivener to 
whip them into shape and introduce a 
bit of humor if possible. The address was 
not ready until the time set for the 
luncheon and was rushed over to the in- 
surance man by messenger. He did not 
have time to look it over until he was 
calied upon to speak, and then to his 
amazement he discovered that he was 
talking about golf. It seems that the 
scrivener had written a golf talk that 
was to be delivered at a country club 
affair and in his haste had put it into 
the envelope addressed to the insurance 
man. 

a 
~While we believe that’ all insurance 
men relish a little fun now and then, 
we do not think that workmen’s com- 
pensation underwriters with weak hearts 
will see much fun in the following dia- 
logue: 

Four wires were dangling from the 
dome to the floor. 

“Hey, Jack!” called the electrician at 
the top, “catch two of them wires.” 

Jack caught the two wires. “Okay!” 
he called up. 

“Feel anything” 

“ ope.” 

“Well, don’t grab them other two, they 
got 2,000 volts.” 
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An Agency Company 


OUR success as an 

insurance man de- 
pends to a great extent on 
the co-operation of the 
Home Office. Prompt sct- 
tlement of claims and a 
liberal underwriting pol- 
icy are essential from your 
standpoint. 


The United States Fi- 
delity and Guaranty Com- 
pany recognizes that a | 
satisfied policyholder is | 
one of your strongest as- | 


sets. This is another rea- 
son why we have come to 
be known as an agency 
company. 





UNITED STATES FIDELITY 
AND GUARANTY 
COMPANY 
Home Offica: 
BALTIMORE MARYLAN)) 
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$155,000,000 Paid in Claims in 30 
Years 
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